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Hurricane Connie 
May Bring Losses 
Up To $10,000,000 


Early Estimates of About 120,000 
Claims in Several States Along 
Eastern Seaboard 


NORTH CAROLINA HARD HIT 


GAB Opens Temporary Office in 
Wilmington; NBFU Catastrophe 


Plan in Operation 


With frequent glances over their 
shoulders to check the approach of 
Hurricane Diane from the South, hun- 
dreds of adjusters and producers were 
hastening early this week to ascertain 
windstorm damage suffered last week 
when Hurricane Connie. swept over 
North Carolina from the sea and caused 
damage to fixed property, automobiles 
and yachts also in four or more other 
states. Insurance companies may be 
called upon to pay up to $10,000,000 for 
losses to insured property, but the cost 
for Connie will be far under that for 
the three major hurricanes of 1954 on 
the Eastern seaboard. 











Heaviest Loss in North Carolina 


About one-third or more of the ex- 
pected dollar loss may be concentrated 
in North Carolina, which state suffered 
the full force of last week’s windstorm. 
In New York, Pennsylvania, New Jersey 
and Maryland damage also occurred and 
the number of claims in these four 
states will exceed those in North Caro- 
lina. However, payments to assured may 
not be much more in the aggregate than 
in North Carolina, as in most cases 
damage per claim is not large. Adjust- 
ment costs in New York and Pennsyl- 
vania, at least, will be relatively high 
because windstorm coverage has been 
written generally without the $50 de- 
ductible. Just this week has Pennsyl- 
vania made the deductible compulsory. 
However, this change will not affect 
Policies now in force. 

Heavy rain added to the windstorm 
damage in most affected areas, with a 
record downpour of close to 10 inches 
in the New York district. The National 
oard of Fire Underwriters and the 
General Adjustment Bureau went into 
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OLD SUPERSTITIONS 


and what they mean 





In the days of Julius Caesar, 
his head appeared on every 
Roman coin. So great was 

his power that if the head 
turned up when a coin was 
flipped to settle a dispute, the 
person who'd chosen it 
unquestionably won the 
decision. 


However, nowadays, 
nothing is left to chance when 
you offer the protection of 
L & L’s new Homeowners 
Policy or Comprehensive 
Dwelling Policy. (Now 
available in most states) 


London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COm.- 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK ° STANDARD MARINE INSURANCE COMPANY, LID. 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 
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A WELL-BALANCED COMPANY 


New Business For First Half 
Sets All-Time Record 


New business for the first six months of 1955 
reached an all-time high of $52,943,033. 
This represents a 27% increase over 
the first six months of last year, which 
was the previous high for the company. 


Life Insurance in force as of 


June 30, 1955 was $889, 193,287. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 








Beesley Senior V. P. 
Equitable; General 
Sales Responsibility 


Has Been in ‘Charge of Greater 


N. Y. Agencies; Former 
Syracuse Manager 


BURGESS AGENCY VICE PRES. 


Melville P. Dickinson of Philadel- 
phia Appointed Assistant to 
President of Society 


At a meeting of the board of the 
Equitable Life Assurance Society yes- 
terday important changes were made in 
home office personnel. 

Joseph L. Beesley, who has been field 
vice president in charge of metropolitan 
(Greater New York) managers, was ap- 
pointed senior vice president with gen- 
eral responsibilities for all sales affairs, 
both Ordinary and Group. The agency 
vice president and the vice president in 
charge of Group and Assured Home 
Ownership will be acting under his gen- 
eral supervision. 

Samuel A. 
vice president in the agency department, 


Burgess, who has been a 


is advanced to agency vice president 
with direct responsibility for adminis- 
tration of the agency department for 
agency field personnel and for Ordinary 
production. 
Melville P. 
for years an agency manager in the 
Philadelphia 


Dickinson, who has been 


territory, has been ap- 
pointed assistant to President Ray D. 
Murphy of the Society, and will be 
assigned to various activities not within 
the field of responsibility of any senior 
vice president. 


Effective September 1 


These appointments are effective on 
September 1 at which time Alvin B. 
Dalager, for some years head of the 
agency division, will retire from the 
Society. 

Mr. Beesley, a graduate of DePauw 
University, School of Business, and in 
his senior year captain of the varsity 
baseball team, joined Equitable at Co 
lumbus, Ohio, and for some years occu 
pied posts of cashier in various agen 
cies. In 1953 when he was appointed a 
field vice president to have charge of 
New York agencies he was manager of 
Equitable at Syracuse. 

Mr. Burgess before coming to home 
office as a vice president in 1945 was 
Florida 
agency where he had made a remark 
able record. Mr. Dickinson was one of 


manager of the company’s 


the country’s outstanding football stars 


while a Princeton student. 
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_ To assure YOUR CHILD a happier, more successful future! 


eR 








low cost educati 


offered by John Hancock 


How much will your child’s education cost? 
The price tag is high! But by starting now- 
while he’s young— you can guarantee that the 
necessary cash will be ready when the time 
for a higher education comes. And with John 
Hancock’s Educational Plan at new low cost 
you can do it. Start now to build toward the 
amount you want. 


Covers ANY KIND of education! No matter what 
happens to you, John Hancock guarantees a cash 
payment of the amount you select for any type 
education your child wants— college, trade or 
business school, or any other. 


What’s the secret of John Hancock’s 
new low costs? Simply this: John 
Hancock has simplified and stream- 
lined operations...has made sweeping 
changes in life insurance procedures. 


Ask your John Hancock agent 
or your broker to show you how 
John Hancock’s educational plan 
at new low cost can assure your 
child a better education — and a 
better opportunity for a happier, 
more successful future —all at a 
price that fits your budget. 


MUTUALJ LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


DEDICATED TO THE INDEI?ENDENCE AND 
FREEDOM OF EVERY AMERICAN FAMILY 


MEMO | 
| 
| This John Hancock message | 
| appears in TIME > NEWSWEEK | 
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Developments In Planning 


An Agent’s Personal Estate 


By JoHN Barker, JR. 
Vice President and General Counsel, New England Mutual Life 


Part II 
The Will of the Agent 


The value of a will should be par- 
jcularly apparent to those who are 
alled upon to advise others in the suc- 
esl planning of their estates, and yet 
| know there are those in this select 
company who have no wills. This neg- 
ect is sometimes due to a peculiar pho- 
hig which seems to surround the will- 
raking process. In other instances it is 
je to a failure to follow through on 
the best of intentions. I find it hard to 
ielieve that there is anyone in the busi- 
yess who does not own any property and 
has no reasonable expectation of acquir- 
ing worldly goods. If you are thus bereft, 
then I agree that a will may be unneces- 
ary, but if not you should formulate 
gme idea as to the persons who should 
take possession of your property in the 
event of your death. A will affords an 
cellent opportunity of projecting your 
wishes and ideals after your death. If 
you refuse to make a will, then the state 
vill make one for you, and no one will 
argue that the state is in a_ better 
position than the owner to determine 
he disposition of property. 

I am still convinced that the safest 
way to dispose of renewal commissions 
after death is by means of a will. The 
agent who names a beneficiary in his 
commission contract will incur the risk 
that some interested parties other than 
this beneficiary, such as creditors, other 
heirs and legatees, would have a selfish 
interest in claiming that the disposition 
is invalid. This possible conflict can be 
woided by including the right to future 
renewal commissions in the will of the 
agent, whether or not a beneficiary is 
designated in the commission contract. 


Federal Estate Tax 


The Federal Estate tax must be given 
a leading role in the estate plan drama 
for the agent whose potential estate, 
including the value of his commission 
reg is in excess of $60,000. Since 
he Revenue Act of 1948, which at- 
0 to place taxpayers of the 40 
common law states on an equal footing 
ith those of the 8 community prop- 
ttty states, this consideration has re- 
volved around that phenomenon of our 
modern economy known as the Marital 
Deduction. Only that property which 
actually passes to the surviving spouse 
is eligible for this tax advantage. The 
act that only half of the decedent’s 
hroperty needs to be subject to quali- 
Neation requirements is sometimes over- 
looked by the overzealous estate plan- 
ter. Moreover, there is no statutory 
tequirement that the Marital Deduction 
be taken at all, and it is not difficult to 
conceive of some situations where a 
more effective plan could be executed 
Wi ithout it. 
Another consideration is that if the 
¢state ae to the wife includes 
‘t asset which would not qualify, then 
the Marital Deduction will be reduced 
'y the value of that asset. This illus- 
wae the danger of a general bequest 
- the desirability of a more specific 
“escription of the property to be dis- 
posed of in an estate of any substance. 
reeneerision of the Code is — ally 
“* wil : is the “tainted asset” clause. 
of it 9€ seen later, it has lost some 
S sting with the elimination by the 
ode from the list of assets which 


vl Not qualify of (1) life estates with 


powers which are not trusteed and (2) 
portions of a trust. Furthermore, the 
effect of this statutory clause can easily 
be removed by a provision in the will 
that the marital bequest shall be satis- 
fied only out of assets as to which the 
Marital Deduction would be allowed if 
the same passed directly from the de- 
cedent to the spouse. When making a 
testamentary disposition of renewal 
commissions, it is usually desirable to 
include the name of the company or 
general agent who will be the payor, 
although the date of the agency con- 
tract should probably not be set forth, 
because of the possibility that the con- 
tract will be amended or superseded. 


Common Disaster 


The tax-saving properties of the 
Marital Deduction may be utilized even 
where the death of husband and wife 
occurs as the result of a common disas- 
ter. On the other hand, a bequest may 
be conditioned upon survival for a speci- 
fied period not exceeding six months, so 
that if this condition is not fulfilled the 
property will pass only through the 
estate of the first decedent, thus avoid- 
ing the double expense and _ taxation 
which would result if the property passed 
through both estates. Since the Marital 
Deduction has been disallowed where 
the interest bequeathed to the wife may 
terminate before the expiration of six 
months, we have generally recommended 
a more definite testamentary provision, 
such as “to my wife if she shall be liv- 
ing at noon on the twentieth day after 
my death.” If she dies before the stated 
hour, then there is no Marital Deduc- 
tion, but also the property will pass 
through only one estate. If she lives 
beyond this hour, then the Marital De- 
duction will be available. 

The basic purpose of the Marital De- 
duction is to prevent double taxation of 
property in the estate of both spouses. 
In other words; it is designed to add the 
property which has been freed from tax 
in the estate of the first decedent to 
the estate of the survivor. Therefore, 
its advantages are most apparent in the 
somewhat common situation where the 
estate of the husband, who according to 
the tables is more perishable than his 
modern wife, is considerably larger than 
hers. Some estate planners have advo- 
cated that a more even balance should 
be achieved between the two estates, but 
this type of advice obviously requires a 
minute knowledge of the individual cir- 
cumstances. 


Disposition of Renewals After Death 


Renewal commissions constitute prop- 
erty and may be used by a life insur- 
ance agent to obtain the Marital Deduc- 
tion. It is not necessary to tell this 
group that the wisdom of such a course 
depends upon diverse factors, such as 
the age, health and financial status of 
the beneficiaries and the amount and 
kind of property which the agent or his 
wife may own exclusive of the commis- 
sion equities. I shall, however, repeat a 
theme that I have often stressed before. 
To plan your estate without a competent 
attorney is like trying to remove your 
own appendix with a “Do-It-Yourself” 
kit. These injunctions are particularly 
appropriate in the drafting of a will 


which uses renewals for the Marital 
Deduction. 

A painful example of what can go 
wrong may be found in the case of 
Selling v. Commissioner, where the Tax 
Court held only last month that an 
agent’s renewal commissions were a 
“terminable interest” and therefore not 
qualified for the Marital Deduction. The 


clause in the will which bequeathed the 
agent’s 


renewal commissions to the 





widow went too far and provided that 
commissions unpaid at her death should 
pass to their son, notwithstanding the 
wife’s power to dispose of the commis- 


sions at any time during her life. At 
most, reasoned the Court, she had a 
life estate with power of disposition 


which would terminate at her death. As 
will be seen later, this legal casualty 
would not have occurred if the estate 
had been taxed under the 1954 Code. 

At this point you may ask me to jus- 
tify the reference to “new develop- 
ments” as the theme of my talk; and | 
shall try to respond with three changes 
appearing in the Revenue Code of 1954 
which are applicable to the testamentary 
disposition of renewal commissions. 
Some of you will recall the concern ex- 
pressed in my last talk that, under cer- 
tain interpretations of the 1939 Code, 
the fair market value of the remaining 
unpaid renewals would be taxed as ordi- 
nary income upon the death of the 
agent’s widow. This fear was finally 
brought to the attention of the Con- 
gress, and the 1954 Code amended the 
old Section 126 so as to eliminate this 
problem in the new Sections 691 and 692. 
It is significant that the Senate Report 
uses the example of an insurance agent 
to illustrate this change, and it should 
be encouraging to know that the Senate 
was cognizant of your troubles. This 
was probably due to the alertness of the 
legislative representatives of our trade 
associations. As a matter of interest | 
would like to read you a portion of this 
Report. 

“Thus, a widow of an insurance 
receives the right to ccmmissions on future 
surance premiums includes these commis- 
sions in her income when received and is 
allowed a deduction for any estate’ tax 
attributable to the commissions. However. if 
the widow dies and the right to any remain- 
ing future commissions is left in her estate, 
existing law requires the lumping of these 
rights to income in the widow’s last income 
tax return rather than treating it as income 
in respect of a decedent. Your comm.ttee’s 
bill gives relief in this situation by prov.ding 


agent who 


that a right to income received from a de- 
cedent, or a prior decedent, is to be includable 
in the income of the recipient wiih an _ off- 
setting deduction for any estate tax attribu 
table to such property.” 


So finally it is clear that the insurance 
agent may leave his renewals outright 
to his wife with no danger that upon 
her death her estate will be subject to 
income tax on the fair market value of 
the remainder of the renewal account. 
Under Section 691 of the new Code each 
new recipient will be taxed on the re- 
newals as they are received with the 
usual deduction for estate taxes to which 
these particular renewals may have al 
ready been subjected. This is a most 
welcome clarification of a provision that 
could have produced extremely unfavor- 
able consequences for the agent’s sur 
vivors and which did in fact cause the 
lawyers to hesitate to include renewals 
in qualifying property. 


_Furthermore, the 1954 code has pro- 
vided two liberalizations of the Marital 
Deduction which should be of interest 


to those who hold commission contracts. 
The new Section 2056(b)(5) allows a 
legal life interest (as well as a life in- 
terest under a trust) with a general 
power of appointment to qualify for the 
Marital Deduction. In other words, it 
appears that commissions may now be 
bequeathed to the wife to be received by 
her so long as she lives, with a further 
provision that commissions accruing 
after her death be paid to the children. 
If the surviving spouse has the power to 
appoint this interest, exercisable in fa- 


vor of such surviving spouse or of the 
estate of such surviving spouse, and if 
there is no power in anyone else to ap- 


point to any other person, then the 
Marital Deduction will be available The 
second liberalization provided by this 
Section of the new Code permits a por- 
tion of the property to qualify, so long 
as the wife is entitled to the income 
from that portion and has the power to 
appoint that portion. Thus if the agent 
finds it feasible to split up his renewal 
accounts and use only a part of them for 
the Marital Deduction he may now do 
this if his attorney is a good draftsman 
and is familiar with the 1954 Code. 

If the Marital Deduction is desired, 
there are four possible methods of dis- 
posing of a renewal account by will: (1) 


-perhaps for 


an outright bequest to the wife and her 
estate, (2) a limited bequest to the wife 
for life, with remainder to other bene- 
ficiaries, (3) a power of appointment 
type of marital trust, and (4) an estate 
type of marital trust. 


Bequest Without Trust 


Under the first method, the testator 
should bequeath his right to commis- 
sions under his agency contr: ict to his 
wife and then to her estate. The com- 
pany or the general agent whe is the 


payor will then pay the commissions to 
the agent’s executor until the estate is 
closed, at which point the commissions 
will be paid direct to the wife upon re- 


ceipt of a proper instrument of transfer 
from the executor. Any balance remain- 
ing upon the death of the wife will be 


disposed of in accordance with her will, 
which should in most cases be executed 
coincidentally with that of her husband, 
in order that the family estate plan may 
be properly coordinated. 

The second method may now be used 
to qualify the renewal account by virtue 


of the liberalization provided in the 
1954 Code, whereas formerly this could 
only be accomplished through a trust. 


may now be re- 
renewals becoming payable 
lifetime, and if the general 
appointment is carefully 
outlined above, the bequest 
without the remainder to 


The wife’s 
stricted to 
during her 
power of 
worded as 
will qualify 
her estate. 


interest 


Testamentary Trust 

Three years ago I urged this group 
to give careful consideration to the 
testamentary trust as an effective means 
of disposing of terminal renewals after 
death. To some degree the improve 
ments outlined above tend to diminish 
the urgency of a trust, but for the 
owner of a large renewal account, and 
any life insurance agent 
whose vested renewals will bring the 
value of his adjusted gross estate above 
$100,000, I still favor the testamentary 
trust. Irrespective of the availability of 
the Marital Deduction, this trust is an 
effective means of projecting your ideas 
beyond death and anticipating the haz- 
ards of life and chance that may befall 
your dependent survivors. Certainly 
those with minor children have a re 
sponsibility to select some reliable per 
son or bank to receive and administer 
for the benefit of such children the 
funds that may become payable to them 
in case they should be deprived of both 
parents. It is an effective medium for 
spreading the payments over a longer 
period than that provided in the agent’s 
contract and for giving the beneficiaries 


a level income rather than one de 
pendent on premium persistency. It 
may have greater flexibility than the 
irrevocable spread commission arrange 
ment which | have already described to 
you, and a testamentary trustee will be 
more readily able to meet unforeseen 


contingencies than the life insurance 
company which is simply bound to carry 
out a straight contractual obligation. 
The trustee will be required to include 
the entire amount received from the 
insurance company in the trustee’s own 
fiduciary income tax return, but for tax 
purposes he can then deduct the income 
distributable to beneficiaries, who in 


turn must include this income in their 
personal return, In situations where 
some part of the commissions are accu- 


mulated in the trust, this will have the 
advantage of dividing the income tax 
burden between the wife and the trus- 
tee, and in all cases where there is more 
than one beneficiary a reduction of tax 
liability can be effected by multiple 
trusts. 


(To Be Continued) 


Midland Mutual Picnic 


\pproximately 200 home office em- 
ployes and their families attended the 
annual picnic of Midland Mutual Life 
at Gold Chiff Park, near Circleville, 
Ohio, on August 9. Activities included 
a special golf tournament, swimming, 
skating, races and games for the chil- 
dren. The half-day outing was con- 
cluded with a chicken dinner. 
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Carolina Home Life 
To Start in September 


SHEPARD BROAD IS PRESIDENT 
Subsidiary of Carolina Casualty Gets N. 
C. Charter; $1,000,000 Authorized Capital 
Stock; $400,000 Paid-In Capital-Surplus 


Life 
million-dollar subsidiary 
by Carolina Casualty of Burlington, N. C., 
: North 


under way to 


Insurance Co., a 
owned 


Carolina Home 


wholly 


has been chartered to operate in 


Carolina, and plans are 
have the new company in operation on 
or before mid-September. It will start 
with authorized capital stoc k of $1,000,000 
and $400,000 in paid-in capital and sur- 
os al of a Commis- 


plus. 
Gold has already been ob- 


sioner C. F. 
tained. 
Shepard 
Casualty, 
company, 
as fast 
the hands of 


Broad, president of Carolina 
who will also head the new 
said that work would proceed 
as possible in getting policies in 
agents. He added: 

“For some time we have realized that 
our A. & H. agents have been in need 
of a suitable life insurance policy to 
offer their policyholders. Because they 
did not have such a policy available, they 
have not been able to take full advan- 
tage of the insurance sales open to them. 
For this reason, and others, we have de- 
cided at the start, to make life insur- 
ance policies available from $100 to a 
maximum of $1,000. As our business ex- 


pands, we will increase our limits.” 


W. B. Clark in Charge of Co. 


Walter B. Clark, vice president and 
manager of the A. & H. division of Caro- 
lina Casualty, will be in charge of the 
new company, along with his other du- 
ties. He is its first vice president. There 
will be almost no additional overhead 
for the present to handle the life insur- 
ance business since present personnel 
and facilities of Carolina Casualty will 
be utilized. 

Rates for the life 
will be in line with 
other companies, 

Officers of Carolina Home 
Mr. Broad and Mr. Clark, include, An- 
dre Schwitter, Jr., secretary-treasurer; 
Mable Vanderford, E. Merrimon Cheek, 
Jr, and George E. Gornto, vice-presi- 
dents; J. R. Rogers, assistant vice- 
president; and C. O. Smith, Jr., assistant 
secretary. 

The board of 
R. W. Barnwell, Sr., J. 
John A. Bailey, Andre 
Ralph H. Scott, Dr. J. R. Kernodle, 
ter B. Clark and President Broad. 

Carolina Home Life will operate in 
North Carolina for the present and then 
will enter other states on the same 
used in building Carolina Casualty, 
operating in 44 states. 


insurance policies 
those charged by 


Life besides 


directors includes Mrs. 
Mark Freemon, 
Schwitter, Jr., 
Wal- 


basis 
now 


PRUDENTIAL ANNIVERSARIES 


B. C. Carter to Retire After 35 Years; 

H. C. Dillmore and D. A. King 

Served 25 Years 

Managers of three Prudential agen 
cies in the mid-Atlantic cele 
brated anniversaries of long with 
the companv in August 

Brinton CC. Carter, head of Pruden 
Uniontown (Pa.) district, observed 
35 vears with Prudential and at the 
same time announced his forthcom‘ng 
retirement on September 1. The other 
two, each with 25 years service. re: 
Hermon C. Dilmore, manager, Glens 
F alls, N ¥.. district, and Donald A. 


King, Tri-County agency, Paterson, 


states 
service 


tial’s 


teacher and 
rton, Pa., be 


Carter was a school 
later principal in) Washing 
fore joining Prudential. He became 
manager of the Uniontown district in 
1939. Mr. Dilmore, who launched his 
Prudential career as an agent in Den 
ver, served as manager of the Somer 
ville, Mass., district before going to 
Glens Falls. Mr. King was associated 
with the home office staff before start 
ing his sales career in 1947, 


West Coast Life Issues 


New Low Premium Plan 

West Coast Life of San Francisco has 
introduced a new type of modified whole 
life policy, called the “M-2.” It is dif- 
ferent from the usual modified plan in 
that the premium remains level at all 
times. The modification is in the amount 
of insurance which has an “Initial Face 
during the first two years 
33144% highter than the “Ultimate Face 
Amount” which becomes effective be- 
ginning with the third year. However, 
at the end of the first two years and 
each year thereafter, a special dividend 
option provides additional one year 
term insurance which raises the total 
amount of protection to more than the 
“Initial Face Amount” of the plan, based 
on the present scale. 

The minimum § size “Initial Face 
Amount” is $10,000. The new plan may 
be written on a substandard basis up to 
and including Table D. 

West Coast Life has also announced 
increases in non-medical limits from the 
former maximum of $7,500 to $10,000 for 
males, ages 0 through 35, and from $5,000 
to $7,500 for ages 36 through 40. Both 
single and married women can now be 
written non-medically for $5,000 to 


age 40. 


Amount” 





Clay Named in Richmond 
Clay, former special repre- 
sentative in Richmond, for Massachu- 
setts Mutual Life, has been appointed 
a manager of Occidental Life 
of California’s Richmond branch office. 
Clay, a five-year air force veteran with 
the rank of first lieutenant holds mem- 
bership in the Richmond Association of 
Life Underwriters and in his former 
company’s Leaders Club and has been 
president of the Junior Chamber of Com- 
merce of Hanover County, Virginia. 


Horace B. 


JEFFERSON 
STANDARD’S 


Mr. 
> 


accumulations makes it possible 
for Jefferson Standard contracts to offer a larger 
profit at maturity or retirement. Our policyholders 
receive a greater return for their premium invest- 


ment—yes, 4% interest makes a big difference.’ 


ferson 


LIFE INSURANCE COMPANY 








Attention! 


EMPIRE STATE MUTUAL’S AGENCY EXPANSION 
PROGRAM — is getting into high gear — but 

we still have openings in Elmira, Albany and Rochester, New York— 
Cleveland and Columbus, Ohio—Richmond and Roanoke, Virginia, 


If you are interested in having your own General Agency, selling 
modern policies of: 
Life, Substandard and Preferred, Accident 
& Health, Hospitalization and Group 
Write in confidence to: 
MORGAN O. DOOLITTLE, OR 


President 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 
Director of Agencies 











| 
— 





$450 Million in Turnpike 
Bonds Held by Companies 


More than $450,000,000 of turnpike anj 
toll-road bonds were held by Unite 
States life insurance companies at the 
start of this year, largely acquired j; 
the past few years, according to the 
Institute of Life Insurance. 

A survey just made by the Institue 
shows 180 life insurance 
have some turnpike bonds in their por. 
folios, with the individual company holi- 
ings in several cases running in exces 
of $25,000,000. 

The largest aggregate investment oj 
the life companies in a single turnpike 
is the $80,000,000 held in New Jerse 
Turnpike bonds. Massachusetts Turn: 
pike and Indiana Tollroad come a clove 
second, with $77,000,000 each showing in 
the life insurance company portfolios 

Among the other turnpike bonds heli 
by the life companies at the start 
this year are: Denver-Boulder (Colo) 
Turnpike; Greenwich-Killingly (Conn 
Expressway; Bay Harbor Islands (Fla) 
Causeway; Kansas Turnpike; Kentuck) 
Turnpike; Maine Turnpike; New Jerse) 
Garden State Parkway; New York 
Thruway; New York Jones Beach ani 
Southern State Parkway; Ohio Tun- 
pike; Oklahoma Turnpike; Pennsylvania 
Turnpike; West Virginia Turnpike. 

The life insurance investment in turn 
pike bonds represents the financing for 
an estimated 350 miles of toll roads i 
14 states and the turnpike develamies 
is just getting under way. At the start 
of the year, it was reported that 1,300) 
miles of turnpikes were in operation, 
another 900 miles were under construc: 
tion and 3,700 miles were proposed, mak- 
ing an aggregate of 6,100 miles con- 
structed, under way or proposed. 

Turnpike financing is one of the newer 
investment channels developed in this 
country. The first such bond issue was 
floated in 1938, when the Pennsylvan 
Turnpike was ‘started, but most of t! 
issues have come on the market in the 
past few years. There are now some 
$3,000,000,000 of turnpike bonds ot: 
standing and the proposed issues W! 
greatly increase the aggregate. The life 
insurance companies now hold more than 
one-seventh of all outstanding turnpike 
bonds. 


Pacific Mutual’s Big Gain 


Biggest production month in an 87- 
year history was experienced by Pacific 
Mutual Life for the June 16-July 15 
period. According to Fred S. Sibley, 
agency vice president, new Ordinary 
insurance written topped the 25 million 
mark—20% better than the previous 
high, experienced in December, 1947, and 
2% times the corresponding 1954 figure. 

Leading general agency for the month 
ges Los Angeles, fol- 
lowed by E. A. Ellis, San Francisco, and 
Raymond A. aed Washington, D. C. 
A “quota-bustin” contest, with the com- 
pany’s 73 general agencies divided into 
five teams, each sponsored by a top home 
office executive, produced 163% of the 
quota requested. 


companies { 


was A. E. 


Over $1.3 Billion 
Insurance 
in Force 


Says: 
“The 4% interest now 


being paid on dividend 


Mass. Mutual Names Group 
Managers Atlanta, Detrot 


Massachuetts Mutual Life has 4 
pointed Eugene C. Noland district Group 
manager at Atlanta and John A. Eck 
a similar position in Detroit. Mr. Nola 
has been a Group representative at / 
lanta under Group Regional Manage’ 
Stanley Johnson. Mr. Eck, in associa 
tion with Group Regional Manage’ 
Guy M. Hamm in Clevelé und, will assis 
agents and brokers in the Detroit and 
Flint area and in Toledo. 


Viandard 


Home Office: Greensboro, N.C. 
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Today’s market offers 


increasing opportunities to C.L.U.’s 


Enrollments in C.L.U. classes and study groups 
continue to climb! The past school year, for exam- 
ple, was a record-breaker. This year even greater 
enrollments are anticipated. 

Why? 

The observing Life insurance man knows the 
answer: Today’s market offers constantly increasing 
opportunities, particularly to the professionally 
trained Life underwriter. One well-known Life in- 
surance leader said recently: 

“The past ten years have seen more changes than 
the preceding hundred years—and the next ten are 
likely to be just as exciting.” 

There are new tax and estate problems and con- 
sequently new business insurance opportunities. 










Social Security . . . expanded Group insurance... 
accelerated interest in Accident and Sickness insur- 
ance ...and higher income levels throughout the 
entire market. 


All these developments and many more are a 
challenging invitation to the man who wants to 
make a career of Life insurance. 


If you have not already enrolled in a Chartered 
Life Underwriter class or study group—this is the 
time to do it. You will find a welcome awaiting 
you—and a fine opportunity to exchange experiences 
with other ambitious Life insurance men and women 
who recognize the growing importance of profes- 
sional preparation for today’s insurance service 
needs. 





COPYRIGHT 1958—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 
(A MUTUAL COMPANY) 
1 Mapison Avenur, New Yor« 10, N. Y. 
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F. G. Schnell to Head 
Pru’s Sales on Coast 

IN ALL PRODUCTION DIVISIONS 

Former President California LU Ass’n; 


Entered Life Insurance Following 
Graduation From College 


the Ordinary agency department 
Prudential at its head office in 


dent in 
of ' The 
Newark, 
\ngeles where at the western home office 
entire. time to the 


will be transferred to Los 


he will devote his 


FREDERICK G. SCHNELL 


supervision of the sales operations in the 
production—District, 
Appointment is 

The 


jurisdiction 


three branches of 


Ordinary and Group. 


effective September 15. western 


has over 1] 
chief assistant will be G. 
executive director of agen- 


office 
states. His 
Carl White, 
cies. 

Well known in the West Mr. Schnell 
is a graduate of University of Illinois, 
class of ’22, and after leaving college 
went with the Penn Mutual Life in 
Chicago, being recruited by Alexander 
IX. Patterson, then general agent in Chi- 
cago, later agency vice president of Penn 
from where he went to Mutual of New 
York and became president of the com- 
pany. Mr. Schnell was made general 
agent of Penn in Peoria in 1937. Next, 
he became general agent of that com- 
pany in Los Angeles and from there he 
joined Prudential as second vice presi- 
dent, Ordinary agencies department. 

While in the West Mr. Schnell was 
president of Illinois State Association of 
Life Underwriters and president of ‘Cali- 
tornia State Association of Life Under- 
writers. Peoria Junior Chamber of Com- 
merce him the “outstanding man 
of the vear” award. 


home 


gave 


JACKSON LIFE IN CALIFORNIA 

Jackson Life Insurance Co. has -made 
application for a certificate of authority 
to transact life and disability insurance 
in California. The company is chartered 
under the laws of Arkansas, with Little 
Rock as its habitat. It is operated, how- 
eyer, from a home office in Memphis, 
Tenn. 


Hear James H. Burdick 


James H. Burdick, superintendent of 
agencies for Philadelphia Life, was the 
featured speaker at the final banquet at 
the Venn State Insurance Marketing 
School, The talk, delivered to the group 
of 150 students and their guests, was 
composed of sales ideas. 

Toastmaster at the banquet was Harry 
EK. Thoms, Jr., general agent for the 
company in Norristown, Pa. 


Occidental In Force Up 86% 


Occidental Life of California’s gain in 
life insurance in force for the first six 
months of 1955 was up 86% over gains 
registered for a similar period last year, 
President Horace W. Brower announced 


in Los Angeles recently. 

An increase of $366,888,847 of business 
in force was recorded during this six- 
months period, bringing the company’s 
total insurance in force to $5,628,594,831 
on June 30. The net gain in Ordinary 
life in force over the December 31, 1954, 
figure was $147,419,649, while Group in 
force increased $219,469,198 over the 
year-end figure. 7 

Ordinary business in force on June 
30, was $312,693,083 greater than the 
total reported at June 30, 1954, an in- 
crease of 11%. Comparable Group in 
force figures show a gain of 28% or 
$536,616,930. 

Ordinary in force now totals $3,158,- 
940,147, while Group in force is $2,469,- 
654.684. 

Both Ordinary and Group Accident & 
Sickness business showed | substantial 
gains, President Brower‘said, with A& S 
premiums received to June 30 of. this 
vear totaling $29,848,553. un 9% over the 
1954 mid-year total of $27,424,623. 





BERNARD A. 


HAAS 


AGENCY 





MANHATTAN LIFE 


——— 


THE 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 





i 





Bergen-Eiber Agency Wins 
Mutual Trust Life Trophy 


The Bergen-Eiber agency of Mutual 
Trust Life, Brooklyn, was the winner 
of the President’s Cup for the second 
quarter of this year, making it the fifth 
successive quarter that the agency has 
taken this award, which is the first time 
in the 50-year history of the company 
that any agency in the AAA group has 
accomplished this feat. The award is 
presented to the agency which exceeds 
its quota by the highest percentage of 
quota and is based on lives, premiums 
and volume. 

This is the agency’s tenth anniversary 
year and it is the hope of General 
Agents Bernard Bergen and Bernard 
M. Eiber that a production record will 
be set this year. 





FRED A. SMART 
GENERAL AGENT 
DETROIT, MICHIGAN 


oh 4 


Annually, since 1934, the Equitable Life of 
lowa has recognized, by its Master Agency 
Builder award, pre-eminence among its 
general agents in matters of organization, 
production, conservation, average size 
policy, and other major factors of agency 
building. Once attained, the Master Agency 
Builder award cannot again be won until 
three other general agents have subse- 
quently qualified for the award. 


Fred A. Smart, general agent in Detroit 
since 1926, Master Agency Builder award 
winner of 1955, qualified for that ranking 
Company honor in 1947 and 1951. The De- 
troit Agency, under Mr. Smart's direction, 


FOUNDED IN 1867 
IN DES MOINES 


was the Company's leading agency in paid 


production in 1950, 1951, 1952 and 1954. 


Fourraste LIFE INSURANCE 
COMPANY OF IOWA 


YOU'RE HEADING 


IN THE 


RIGHT DIRECTION 
WHEN YOU REPRESENT 


Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill, 


Hearthstone Insurance Co. of Mass, 


395 Commonwealth Ave. — Boston, Mass, 


Combined American Insurance Co, 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 
Fond du Lae, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 
President 


Northwestern Mutual Life 
Sales Increased by 7% 


Life insurance sales for the first seven 


months of 1955 were 7% over the cor- 
responding period last year, the North- 
western Mutual Life reports. Vice Presi- 
dent and Director of Agencies Grant L. 
Hill said the company’s 1955 sales 
through July 31 totaled nearly $340 
million. Sales last month exceeded $48 
million, a 4% increase over the 1954 
figure. 

July marked the third consecutive 
month the C. R. Eckert agency of De- 
troit led the companies’ 91 general agen- 
cies in sales. The runner-up spot went 
to the Stumm & Roeder agency of 
Aurora, Ill, while the J. Lowell Craig 
agency of Milwaukee placed third. 





Indianapolis Life Names 
General Agents in Texas 


Indianapolis Life has appointed two 
new general agents in Texas, according 
to Arnold Berg, agency vice president. 
They are Jack Gering, CLU, in Tyler 
and Marlin H. Flowers in Wichita Falls. 

fr. Gering, who obtained his CLU 
degree in 1950, has a background of 
eight years in life insurance sales, lat- 
terly as a broker. He previously was 
a school teacher and personnel adminis- 
trator. He is a graduate of Temple Uni- 
versity. 

Mr. Flowers, a veteran of World War 
II, has a total of 21 years business ane 
sales experience, including a successful 
record of life insurance sales. 





Bankers of Iowa Sales _ 
New business issued and paid for i 
Bankers Life of Des Moines for July 
totaled more than $25 million. Ordinary 
sales for the month were $15,952,711 and 
Group sales were $9,452,486. ; 
For the first seven months new busi- 
ness totaled $137,990,516, with Ordinary 
sales accounting for $90,568,100 and 
Group for $47,422,416. : 
Insurance in force reached a new high 
at the end of July of $2,301,988,818. Or- 
dinary life insurance in force amounted 
to $1,541,042,914 and Group life in force 
to $760,945,904. 
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Variable Annuity Life 
Names Its Directors 


w. G. RUSSELL VICE PRESIDENT 


J. M. Earnest Secretary; J. D. Marsh, 
R. A. DuFour on Board; Others 


Named Directors 


Washington—Members o: the board 
of directors of the Variable Annuity 
Life Insurance Co. of America, domiciled 
in Washington, D. C., were ‘announced 
by George E. Johnson, CLU, president. 
They include ten business and insurance 
executives of the district. In addition to 
Mr. Johnson, formerly vice president 
and general counsel of Teachers Insur- 
ance and Annuity Association, members 
of the board include the following : 

Vice president, William G. Russell, 
president ot Hufty, Eubank & Russell, 
Inc, general insurance agents. He is 
also president of Estate Planning Asso- 
ciates, Inc., past president of Washing- 
ton Junior Chamber of Commerce, and 
has been manager for Farm Bureau 
Insurance Group in Washington. } 

Treasurer, Gustave Ring, president of 
the Ring Engineering Co., Washington, 
4 civil engineering graduate of George 
Washington University, one of the dis- 
trict’s principal real estate executives, 
has played a major part in post-war 
housing in the area. 

Secretary, James M. Earnest, Wash- 
ington attorney. In addition to his prac- 
tice before the United States Courts 
and governmental departments, Mr. 
Earnest served on the committee on 
the revision of the Insurance Laws of 
the District of Columbia and numerous 
other committees of the Bar Associa- 
tion of the District of Columbia. He 
has served as secretary and general 
counsel of Provident Life of District 
of Columbia. ; 
Herman C. Biegel, a partner in the 
law firm of Lee, Toomey & Kent, Wash- 
ington, which specializes in Federal tax 


matters. A graduate of Yale Law 
School, he has been special attorney 
in the office of chief counsel of the 


Bureau of Internal Revenue and is legal 
adviser to the Council of Profit Sharing 
Industries. He is the author of many 
legal articles on Federal taxation. 
Presidential Aide Named 

Donald S. Dawson, senior partner in 
the law firm of Dawson, Griffin, Pickens 
& Bird. From 1947 to 1953, Mr. Dawson 
Was special executive assistant to the 
President of the United States. Previous 
to that he was director of personnel for 
the Reconstruction Finance Corp. He 
isa graduate of the University of Mis- 
souri, 

Raymond A. Dufour, 
insurance general agent, a 
Washington insurance man, a director 
of the Munsey Trust Co., a former 
director of the Board of Trade, and 
director of a number of industrial firms. 
Charles H. Hillegeist, president of 
C. H. Hillegeist Co., realtors, former 
president of Washington Real Estate 
Board, president of the Downtown 
Washington Lions Club and former 
senior vice commander of the American 
Legion in the District of Columbia. 
Francis L. Koenig, president of Fran- 
ts L. Koenig, Inc., prominent builder 
and developer in the W ashington metro- 
politan area and a registered architect. 
He i is presently building and developing 
the Grass Ridge subdivision in Fairfax 
County, Va. 


GisU; a) lite 


prominent 


John D. Marsh, CLU, head of J. D. 
“larsh & Associates, Washington, D. C. 
“ast vice president of National Associa- 


Underwriters and a life 
member of the Million Dollar Round 
Tab'e, Mr. Marsh was chief of the Per- 

‘onal Affairs Division of the Army Air 

orces during World War II. He is also 
past chairman of the General Agents and 
Managers Conference. 

Mr. Johnson pointed out that six mem- 
wo the board saw service in World 
a Il, and three are Chartered Life 
\nderwriters, 
= hew company, organized early this 
nth under the statutes of the District 


i Columbia, is the first life insurance 


uon of Life 


F 





company making variable annuities avail- 
able to the general public. It has $1,000,- 
000 in capital and surplus, and it will 
place its individual and Group annuity 
contracts through life insurance agencies. 


Shackelford at Norfolk 


The Ohio State Life has appointed 
William J. Shackelford general agent at 
Norfolk, Va. 





State Mutual Record Gains 

Led by its Nothhelfer & Leck agency 
in Chicago, State Mutual Life’s 70 na- 
tionwide agencies paid for nearly $13 
million of Ordinary business in July, 
making it the largest July in the com- 
pany’s lll-year history. This is 25% 


ahead of the corresponding month in 
1954. Total production for the year to 


date exceeds $88 million, an 18% gain 
over last year, and is a new company 
record for the first seven-month period. 

Last month’s paid-for Group insur- 
ance production of more than $21 mil- 
lion was the company’s largest July and 
the second largest month since it en- 
tered the group insurance field in 1945, 

A non-can. sickness and accident new 
business record was also established in 
July. 





‘No prudent man wil ever skip 


these two steps to fami ly security 





A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Decker bought his first policy with 
this company twenty years ago. Today he owns 5 Northwestern Mutual policies. 


99 


A message to the 
young heads of families 
by WILLIAM C. DECKER 
President, 


Corning Glass Works 


HE head of every family should 

have an investment plan, whether 
his income is large or small. It should 
be as much a part of modern living 
as ownership of a car or home, 


“Regardless of income, the first 
step of an investment program should 
be an adequate bank account to take 
care of unexpected emergencies. 

“Step two should be the purchase 
of sufficient life insurance as early as 
possible. Here is protection for the 
family—and the immediate creation 
of an estate that otherwise takes years 
to accumulate. Life insurance is the 
safeguard against disaster that can 
assume frightening proportions. 

“From there on a sound invest- 
ment plan may take many forms, 
depending on income and other cir- 
cumstances; but no prudent man 
should skip steps one and two.” 


A NORTHWESTERN MUTUAL 
AGENT CAN HELP 
SOLVE YOUR PROBLEM 


Y character, ability, and training, 

Northwestern Mutual agents are well 

qualified. Many have earned the designa- 
tion of Chartered Life Underwriter. 

Why do they choose to represent this 
company? It is one of the world’s largest, 
has over 98 years’ experience, and accepts 
applications only through its own agents. 

Because of its unique advantages, in- 
cluding low net cost, nearly half the new 
policies issued go to present policyholders. 

For a sound review of your security 
plans, call a Northwestern Mutual agent. 


KARSH, OTTAWA 


The NORTHWESTERN MUTUAL Z Assurance Company 


MILWAUKEE, WISCONSIN 





APPEARING IN: TIME, AUGUST 8 AND SEPTEMBER 19; IN NEWSWEEK, OCTOBER 3 AND NOVEMBER 28; FARM JOURNAL, NOVEMBER 
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Their reasons differ but both agree.. 


WILLIAM G. ADAMS, C.L.U., of Toledo, Ohio, says — 


“In reviewing my sales of the past five years, I have been 
impressed by the fact that, without exception, the largest 
cases have come through Estate Analysis. In my opinion, 
skill in Estate Analysis is one of the ultimates in really 
professional life underwriting. The training provided by 
the Aitna Life Insurance Company wins for its representa- 
tives a full-fledged place on the Estate Planning team with 
the accountant, attorney, and trust officer.” 


Mr. Adams is a graduate of Oberlin College... 
With Toledo Agency of Etna Life as salesman 
since 1935... Former president of Toledo Associa- 
tion of Life Underwriters and C.L.U. chapter... 
11 year NQA winner ... Awarded C.L.U. in 1944 
.. . Has qualified for Million Dollar Round Table. 


WILLIAM B. FELDENHEIMER of Portland, Ore., says — 


“The Estate Planning sales material of the tna Life 
has helped me open the door to prospects of sub- 
stantial means to render constructive financial service 
in collaboration with other professional advisors. Proof 
of the favorable impression this sales material makes 
may be found in the number of referred leads that 
come to me.” 


Mr. Feldenheimer has been with “tna Life at 
Portland, Oregon, since 1942... Qualifying, 
repeating member of Million Dollar Round Table 
. . . Currently state campaign chairman and 
director of American Cancer Society ... Director 
of American National Red Cross ,.: Previously 
in investment banking business. 




















1 the prospect of substantial means with a minimum 
} ute of $100,000, A&tna Life has developed a highly 
tive selling plan . .. and puts particular stress on 
ping its career underwriters develop proficiency in this 
tative field. 

At the Home Office Advanced School and through 
plementary agency training, an AEtna Life representa- 
e acquires the techniques and know-how that are so 
ential to becoming an important member of his client’s 
m of financial advisors. 












Specially designed sales material permits him to work 
nd in glove with attorneys, trust officers, and account- 
s, Through skillful coordination with this professional 
pup, he forms an important link in the solution of a 
nt’s overall estate problem. 


hese are the reasons why so many A¢tna Life repre- 
tives enjoy extraordinary success and big earnings in 
s large and very profitable area of life insurance selling. 







ife 

ib- 

ice 

of RINA LIFE REPRESENTATIVE QUICKLY GAINS the high degree of skill and 

™ ‘ssional knowledge that earn him a place as a valued member of his 
ts team of financial advisors . . . well qualified to work successfully with 

lat meys, accountants and trust officers as well as with the client himself. 

at 

14 








FROM INITIAL CONTACT TO FINAL ARRANGEMENT, Etna Life representa- 
tives are supplied with specific material of proven effectiveness for handling 
cases in the extremely rewarding field of life insurance for estate clearance, 





Aetna Life Backs Its Salesmen All the Way 


Beyond the highly effective Estate Analysis Plan, tna 
Life offers all these important advantages . 


@ Outstandingly successful 
sales plans for the three other 
major markets: Family Pro- 
gramming — Business Insur- 
ance — and Pension Trust. 


e Complete facilities for 
writing Life, Group, Acci- 
dent and Health, 


e Backing of Home Office 
experts on Group, Pension 
Trust, Salary Budget, and 
other specialized markets, 


e@ The prestige of represent- 
ing a company which com- 
mands wide respect and 
acceptance. 





. ere’s a proven plan for selling every market... through the 


s | TNA LIFE INSURANCE COMPANY 


Hartford 15, Connecticut 
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Ohio State Offer for 
Midland Mutual Stock 


$1,000 A SHARE FOR CONTROL 





Acceptance or Rejection Must Be Be- 
fore 9 O’clock This Morning, 
Special Meeting Today 


Following a vote of the board of 
directors of Midland Mutual Life, Co- 
lumbus, O., early this month at which 
a plan of mutualization was adopted 
for submission to its stockholders at a 
special meeting today (August 19) 
the directors of Ohio State Life met 
on August 16 to consider making an 
offer to buy control of the Midland. 


Following this meeting President 
Frederick E. Jones, Jr. Ohio State 
Life, announced that he had been au- 


thorized by his board to make on behalf 
of the Ohio State an offer of $1,000 a 


share for stock of the Midland Mutual. 
The offer carries with it the proviso 
that before 9 o’clock of the morning 
of August 19 the holders of at least 
51% of Midland Mutual stock must 
give Mr. Jones and Clarence L. Peter- 


son, vice president and general counsel 
of Ohio State, their proxies for the 
special meeting of stockholders of the 
Midland Mutual on that day and place 
this stock in escrow with the trust 
department of the Ohio National Bank 
such proxies before 
meeting of stock- 


revoke 
special 


and do not 
or at the 
holders. 

\ week ago, in discussing rumors, 
President Chester O. Sullivan of Mid- 
land Mutual issued this statement: “The 
Midland Mutual Life has not entered 
into any negotiations whatever with the 
Ohio State Life, or with any other com- 
pany regarding merger or consolidation. 
On August 2 the Midland Mutual board 
adopted a plan of mutualization which 
will be presented to its stockholders for 
approval August 19. This plan of mu- 
tualization does not contemplate merger 
or consolidation with any company.” 

On Wednesday night Midland Mutual 
issued a long statement giving reasons 
why its stockholders should vote on 
Friday to approve action of its directors 
who recommended to policyholders that 
the company should be mutualized. 


Assets and Insurance in Force Data 

If Midland Mutual stock is sold to- 
day to Ohio State Life the merged 
company will be conducted under the 
name of Ohio State. Commencing busi- 
ness in 1906 the Ohio State had $75,- 
504,000 admitted assets at end of last 
year and $286,300,000 in force. Mr. Jones 
succeeded Claris Adams as president of 
Ohio State in February of last year. He 
is president of Buckeye Union Casualty 
and Buckeye Union Fire, Jackson Iron 
& Steel Co. of Jackson, O., and is prin- 
cipal stockholder of the First National 
Bank of Jackson, O. 

George W. Steinman is president of 
Midland Mutual and C. ©. Sullivan is 
chairman, The Midland, also formed in 
1906, has admitted assets of $85,000,000 
and insurance in force of $278,250,000. 


Dr. Stil W. Wilson Dead 


Dr. Edmund W. Wilson, formerly as- 
sistant medical director of Metropolitan 
Lite, died Monday in New Rochelle 
Hospital following an illness of long 
duration. His age was 70. He retired in 
1950 as an officer of the company after 
20 years of service in the medical 
division 

Dr. Wilson was born in Waltham, 
Mass., son of William and Emma Nicho- 
las Wilson, now deceased, and was edu- 
cated in the public schools of Waltham 
and at Tufts Medical School, receiving 
his medical degree in 1907. For many 
years prior to joining the Metropolitan 
Dr. Wilson was associated with Boston 
City Hospital, first as a medical interne, 
then as admitting physician and execu- 
tive assistant, and from 1915 to 1929 as 
assistant superintendent. 


_He is_ survived by his widow, the 
former Miss Martha Jarvis. Funeral 
services were held on Wednesday at 
Waltham, Mass. 


MILITARY DEPENDENTS PLAN 





Defense Dept. Submits Plan to Congress 
Providing Private Medical Care to 
Serviceman’s Family 
Members of the armed forces would 
be entitled to participate in a contribu- 
tory insurance plan, written by private 
carriers, to medical care for 
dependents unable to make use of post 
medical facilities under terms of legis- 
Congress by the 


provide 


lation submitted to 
Department of Defense. 

A special advisory committee was set 
up by the Department two years ago 
to study the problem. Thomas I. Park- 
inson, then president of Equitable Life 
Assurance, was a member of the group, 
which was headed by the Brookings 
Institution’s Dr. Harold G. Moulton. 

This group recommended against use 
of an insurance bill, and legislation orig- 
inally considered by Congress growing 
out of the committee’s recommendations 


would have restricted use of private 
health insurance to special circum- 
stances, 

The inclusion of an insurance plan 


option in the current Defense Depart- 
ment proposals is the major revision 
made in this earlier proposal. 

Under the insurance plan option, the 
serviceman’s contribution would not ex- 


Libel Suit for $10 Million 


Against Florida Life Assn. 
A libel suit for $10,000,000 has been 
filed by the National Union Life of 
Miami against the Florida State Asso- 
ciation of Life Underwriters, Inc., 
charging “malicious” attacks have in- 
jured its good name. Also named in 
the suit are Alfred J. Lewallen, Thomas 
B. McGlinn, both of Mutual Benefit 
Life; R. A. Thweatt and E. H. Murphy 
of Daytona Beach. ; 
Officers of the Florida association said 
they welcomed the suit. A special com- 
mittee of the association had_ prepared 
a report on the National Union Life’s 
operations and financial structure which 
is in the hands of the Florida Insurance 
Commissioner. 





ceed 30% of the monthly premiums, nor 
a maximum of $3 per month, and the 
Defense Department would pay the rest, 
There would be two other options. 
Dependent care in military medical fa- 
cilities, subject to availability of space, 
facilities and capabilities of the medical 
staff. Or care through civilian medical 
sources for dependents not participating 
in an insurance plan, provided no mili- 
tary medical facilities are available. 


























































































































Truly Stands Out 


Just as the Chartered Life Underwriter key stands out 


among the rules above, it stands out on its wearer—as a 


symbol of the achievement of special distinction in our 


business. 


That’s the reason we encourage Bankers/ifemen to earn 


the right to wear this key .. . why we urge you other readers 


of this advertisement to consider doing so. There is still 


time to investigate how you may prepare locally for your 


CLU exams. 


BANKERS 
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COMPANY 
1OWA 






























Au 

CAYY ANNI ANG ‘ A 

S i ¥ 

" 

$ § 
< 

: ISG 

of } 

: 00D to 

2 pat 

§ year 
3 
> 









Representing 
“Canada Life’’ 























$2,900 Million of New 


Capital From Insurang 
Nearly $2,900,000,000 of new Capital 
was made available to the nation’s econ. 
omy during the first half of 1955 by the 
93,000,000 life insurance _ policyholder 
through their more than 1,000 companies 
the Institute of Life Insurance reports 
This was the increase in assets of all 
U. S. life companies in the half year 
bringing total assets on June 30 t 
$86,967 ,000,000. 
“The flow of capital funds for finaneing 
a cross section of the nation’s economy 
has increased materially as the number 
of policyholders has increased and their 
ownership of life insurance has risen” 
Holgar J. Johnson, Institute president 
said. “The new capital made available in 
the first half of this year was about 40% 
larger than five years ago, which is no 
much different from the ratio of increas 
in aggregate life insurance in force.” 







































Adding funds made available from mM °! &™ 
turities, amortization, refinancing ani im 
sales, the life companies made aggregate <) n 
new investments of $9,019,000,000 in the bigges 
first half of this year. This was $1,04-—% . In a 
(00,000 more than the new investments inf |” Ore 
the first half of 1954. o 

Real estate mortgages accounted for "0" 
the largest single block of new inves: Ten 
ments made this year, with $3,102,000 “UT 
acquired. Mortgage holdings of the life oa 
companies increased  $1,555,000,000 to Vi k 
$27,483,000,000 on June 30. Marks 

Corporate securities accounted for membe 
$2,310,000,000 of the six-month new ing OX” 
vestments. Holdings of these securiticcgm "SS" 
increased —$973,000,000 to $37,830,000(igm 2% 2! 
on June 30. ee 

New 
agency 
General American Reduces  \.:° 


Creditors Group Premiums 

General American Life’s premiums fot 
Creditors Group Life have been, signii- Mass 
cantly reduced in most classifications, 
President. Powell B. McHaney has av Ch 


nounced. In-some cases, both for volur- To | 
tary and automatic participation, pre F he 
miums have been reduced as much og the 
20%, and in no case will any polity yo" 
holder pay more as a result of. premium aa 
changes. : Orditn 
At the same time General Ameriat City. 
Life substantially liberalized its coverage as 
by increasing the maximum amount 0! a 
insurance on an_ individual life from wae 
$5,000 to $10,000. Now, for the first time, ee 
the company is making available the co- R a 
erage with or without a total and per rag 
manent disability benefit. hae 
yy 
‘ . t tl 
H. T. Ring Appointed Bf «ti 
Howard T. Ring was appointed claims Manage 
manager of the United Life & Accident Cnder 
President Douglas B. Whiting ®“j@ 'spons 
nounced. " the 
Mr. Ring has been associated Wg Pany’s | 


the company in varying capacities sim tral age 
1922. He began in the cashier's dep MH A na 
ment, became supervisor of the O'#™ *oung 
servation department in 1927 and super tual Gre 
visor of the policyholders service “ learly 
















sion in 1940, Earlier this year he mt yea 
came claim examiner of the compé neld Wi 
and was elected claims manager "" staduate 
the retirement of F. Edward Rusti hes a | 
former vice president and claims ™ i thers 





ager. 
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DAVID MARKS IN BIGGEST YEAR 


N. E. Mutual Agency in N. Y. Has 
"$10 Million Paid-for to Date; 10 
Agents Now MDRT Members 

David Marks, Jr., CLU, general agent 
of New England Mutual Life in mid- 
sown New York, reports that his agency’s 
pail-for Ordinary results so far this 
vear are well over $10 million exclusive 























uUrance 
V Capital 
yn’S econ: 
55 by the 
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2 reports, 
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financing 
economy 
e number 
and their 
aS risen,” 
president, 
railable in 
bout 40% 
ich is not 
f increase 
force.” 

from mi- 
cing and 
aggregate 
100 in the 
as $1,034- 
tments in 





Fabian Bachrach 
DAVID MARKS, Jr., CLU 


of Group writings. There is every expec- 
tation, he says, of closing the year with 
9) million paid-for,. making 1955 the 
biggest year in the history of the agency. 
In addition to the substantial increase 
in Ordinary business the Marks Agency 
expects to exceed its best previous year’s 
record in Group production. 

Ten full-time agents in the office are 
currently Million Dollar Round Table 


unted for 
Ww invest: 











102,000,00) i ‘ 
f the life members and two more may be added to 
0,000 to MDRT ranks by the year-end. Mr. 
’ Marks has been a life and qualifying 
vital fo member for 13 years. He now has. ap- 
ie ‘al proximately $32 million of personal busi- 
securiticoy NSS in force in the New England Mutual 
330,04 and about $25 million placed with other 
companies, 
New full-time organization of the 
agency has been expanded since the first 
haves of the year and the first year men will 
write a total of $6 million in 1955. 
Pmiums 
niums for 
Tl. f- 
sigh Mass. Mutual Makes Group 
fA Changes in Southwest Area 
ion,” pre- To have a more equitable distribution 
much 3% ” the general agencies served by its 
y policy: oma Group insurance offices, 
premium Massachusetts Mutual Life, has made 
several territorial realignments. The 
American ordinary agencies in Denver, Kansas 
covers Mo., Topeka and Wichita, formerly 
mount o naeed by the midwestern regional 
life from Toup office, are now served by the 
Gest time, ‘outhwestern regional office under Re- 
> the co-gme Smal Group Manager Robert J. 
and per Roberts. This southwestern regional 
‘nce, presently located at Houston, 
‘exas, will be moved to Oklahoma City 
in the “age future. i 
At the same time, the appointment 
nted 1 Thomas R. Young as ibe ae Group 
ed claims Manager at Houston was announced. 
Accidert \nder Mr. Roberts’ direction, he will be 
ting “ 'Sponsible for Group sales and service 
_ a the territory covered by the com- 
ted WM Pany’s Houston and New Orleans gen- 
ties since tral agencies, 
s depat “\ Native of Lubbock, Texas, Mr. 
the comm foung has been a Massachusetts Mu- 
nd oi ee: Group insurance representative for 
vice a mig four years. He previously had 
r he be ¢), fats of experience in the Group 
compat ym with another company. He is a 
i a ot ot the University of Texas 
Rus a tion a bachelor of business administra- 
ims mal in eaeegree_in marketing and has served. 
'¢ U.S. Navy for two years. 


Travelers Appointments 
For Life and A. & H. Lines 


Several recent appointments in life, 
accident and health lines have been an- 
nounced by The Travelers. Carter John- 
son, Jr., who has been field supervisor 
at Dallas, has been promoted and ap- 
pointed assistant manager at New Or- 
leans, with headquarters at Shreveport 
agency and service office. 

Robert B. Bolt, who has been assistant 


manager at San Francisco, has been 
transferred to the San Jose agency and 
service office in the same capacity. 

Five field supervisors appointed are 
Harold L. Moore at Hartford; H. Hilton 
Lee, Empire State, New York 
James R. Bryant, Jr., Richmond; Ken- 
neth A. Hecken, Brooklyn; and Victor 
A. Traub, Jr., Newark. 

Two agency representatives named are 
Harry H. Hanbury, Los Angeles 
Neil E. Waldo, Jr., Minneapolis. 


office; 


and 


Great-West Appointments 

Great-West Life has appointed N. L. 
Corfield, supervisor for its Victoria 
branch, Vancouver Island. He will be 
associated with Victoria Branch Mana- 
ger J. R. Nicolson. 

_Great-West has also appointed W. H. 
Knox, Group representative in British 
Columbia under Group Supervisor C. W. 
Miller, and Richard J. Miller, Group 
representative in the Minneapolis branch 
under Group Supervisor P. A. McDer- 
mott. 













You love them... 
protect them ! 


Designed for the support of Great-West Life representatives, this poster will 


appear in over 60 cities throughout the United States and Canada during 1955. 


The message “You love them . . . protect them!” is a reminder of the 


foremost obligation of life insurance — to provide protection for the 


family against the financial hazards of the future. 


Outdoor advertising is an example of the support given Great-West Life 


representatives in their sales and service activities. 
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A. N. Kemp Dies at 76; 
Headed Pacific Mutual 


PROMINENT COAST FINANCIER 


R. E. Myer Agency Leads 





Was President of Los Angeles Company 
wea eg he sr pune and the first seven months of 


The agency’s July production was more 





-Alexander N. Kemp, 76, 
Diego agency, managed by 


a native of San Francisco, 


x been born there i 


Franklin Appoints 
Aubry G. A. in Toledo 


Harold A. Aubry, CLU, has been ap- 
pointed general agent in Toledo, for 
Franklin Life of Springfield, Ill. Mr. 


Aubry entered the life insurance business 
with Aetna in 1948. Last year he ranked 
third nationally in volume production 
with Aetna, and qualified for both the 
1954 and 1955 Million Dollar Round 
Tables. He is a graduate of De Sales 
College and Harvard Graduate School 
of Business. 
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CHOOSE 


American Health 


For Your Small Groups 


x Kong & Shanghai 
> returned to the 


United States in 


Francisco office. 


> Pacific Light & Power Corp., 
Joaquin Light & 


The sound A & H and Hospitalization-Medical 
Specialist Company—growing on a planned pro- 
gram based on dependable local agents backed by 
liberal claim settlement 


California Gas Co. 


35 and continued in 


% GROUPS AS SMALL AS 5 MEMBERS 


% ALSO FLAT RATE FAMILY POLICIES 


* NO OTHER LINES OF INSURANCE SAE i 
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g¢ that position until 


ae in the present vear, 


> board until his death. 









































We’d like to tell you our 
story because we believe it 
can help us both as a team 


Mutual was concurrent Bests the 


originating in 1936 and pinta up to 
> not <temnage known, ] Weite Direct to: 
W. deV. Washburn, President 
AMERICAN HEALTH 


INSURANCE CORPORATION 


First National Bank Building, Baltimore 3, Md. 
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Rowden Named to Personne! 
Post With Lincoln National 


— 







































JOSEPH H. ROWDEN 


Joseph H. Rowden has been name 
personnel director of Lincoln National 
A graduate of the University oj 
Iowa, where he was active in_ sports, 
dramatics and forensics and a veteran 
of the United States Marine Corps dur- 
War II, Mr. Rowden joins 
after six years’ 
company 


Life. 


ing World 
the company 
in life insurance 
As personnel director for Lincoln 


experience 
personnel 
work. 
National he will share personnel respor- 
sibilities with Helen McCrory, personnel 
manager, under the general direction oj 
Ronald G. Stagg, vice president. 





Jack Garrow Appointed 
By National Bankers Life 


Jack Garrow, well known Texas life, 
health and accident insurance executive, 
has been named assistant agency di- 
rector of National Bankers Life in Dal- 


las, it has been announced by E. A 
Lange, agency director. d 
Mr. Garrow, whose insurance profes- 


sion background includes five years in 
personal production and a similar num- 
ber of years in managerial capacities, 
has successfully completed the Life In- 
surance Managers Association course, 
the Life Underwriter Training Council 
courses, Accident and Health Training 
courses and several other training pro- 
grams offered by a former employer. 

A native of Michigan, Mr. Garrow 
was stationed in Dallas during part 0 
his World War II military service and 
returned there after the war to enter 
insurance. 


Max S. Bell Promoted 


Boston Mutual Life announces thal 
Max S. Bell, district manager at Woor- 
socket, R. I., for the last three years, 
has taken over the managership of its 
Springfield, Mass. district office. E. Mar- 
tin Dupray, staff manager in Salem 
since 1947, is promoted to the position 
of district manager in Woonsocket. , 

Manager Bell “joined the company 1 
1939 as an agent in Cambridge and 
served as staff manager in both Allston 
and Waltham before his promotion 
district manager in 1952. He succeeds 
Michael E. Migliori who is on dis- 
ability. ? 

Mr. Dupray is a native of Salem ane 
has been associated with the compat!) 
for 15 years. Both as agent an nd_ later 
as staff manager, he was always 4 leader 
in the Ordinary branch of the business 
He received his LUTC certificate ™ 
1953. During World War IL_he serve’ 
for over three years in the Navy. 
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tunities are unlimited! 
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Outstanding Speakers 
At NALU Convention 


MEET AT ST. LOUIS NEXT WEEK 


Programs for All Affiliated Groups; 
Featured Luncheons, Company Din- 
ners, Other Events 


More than a score of men noted for 
distinguished achievements either in the 
insurance industry or in other fields will 
speak at the 66th annual convention of 
National Association of Life Underwrit- 
ers at Jefferson Hotel, St. Louis, Au- 
gust 20-27, according to Harry N. Phil- 
lips, CLU, of Detroit, chairman of the 
program committee. The over-all con- 
vention theme is “Creative Salesman- 
ship— a Dynamic Factor in our Busi- 
ness.” 

NALU’s general convention 
held Wednesday, Thursday and 
24-206. 


“big week” 


sessions 
will be 
Launching life 
will be meetings 
American 


Friday, August 
insurance’s 
on August 20 of directors of 
Society of Chartered Life Underwriters, 
at 10 a.m., and of NALU’s trustees at 
2 p.m. 
On the 


en’s Quarter 


next day, Sunday, the Wom- 
Million Dollar Round 
present a “Sellarama” or 
sales congress at 2:30 p. m. Other Sun- 
meeting of the 
executive board of directors 
Agents and Managers Con- 
ference, and of Regional New Candidate 
American Society of 


Table will 


day events will be 
WOMDRT 


ot General 


Committee of the 
CLU—all at 10 a.m. 

NALU’s various committees will meet 
throughout Monday morning starting at 
9 am. At the same hour directors of 
Society, CLU, will 


session, 


American start an 
all-day 


f NALU’s National 


body will start 


The first meeting o 
Council or deliberative 
at 2 p.m. Monday. 
5:30, NALU’S 
Other 
6:30 


Thereafter, at 
trustees will meet. 
Monday will be a 
Dutch dinner of 


taries of NALU 
a WOMDRT 


gatherings 
executive sec- 
local associations and 


business meeting at 7. 
General Agents Conference 


The General Agents and Managers 


holds a 


Starting 


Conterence series of sessions 


Tuesday, with a luncheon at 
Before that there will be 


NALU’s National 


Council will reconvene at 9 a.m. and the 


12:15 p.m. 


various breakfasts, 


Committee on education and Training of 
the Life Insurance Agency Management 
\ssociation will start an all-day session 
at 9:30. , 

Headliner of the GAMC luncheon will 
be John A. Lloyd, executive vice presi- 
dent of Union Central Life, speaking on 
“lacing the Facts.” 

GAMC will hold a program session at 
2 pam. starting with an address by 
Robert W. Osler, vice president of 
Rough Notes Co,, on “An Outside Look 
Inside Agency Management.” A GAMC 
business meeting will follow, with elec 
tion of GAMC’s new officers expected 
around 3. 

Immediately resuming its 
GAMC will hear Kenneth R. 
Strang, Detroit, district manager ot 
John Hancock Mutual Life, on “The 
Human Factor,” and Bethel W. Walker, 


San Francisco manager for New York 


program 


session, 





HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
INDIANAPOLIS 
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Life, on “Operation Agency.” 

Simultaneous with the GAMC ses- 
sion will be the NALU Agents’ Forum, 
always a big event, and a meeting of 
trustees of the American College of 
Life Underwriters, both starting at 2. 

NALU’s committee of agents has a 
4 o’clock meeting, and NALU’s trustees 
reconvene at 5. At 6:30 the WQOMDRT 
holds a reception and dinner. At 7 will 
be a dinner for American College trus- 
tees. 

The GAMC resumes at 8 with a 
unique presentation by Horace R. Smith, 
CLU, superintendent of agencies of 
Connecticut Mutual Life, under the 
heading “Day by Day for a Year with 


the New Agent—from Apprenticeship 
to Career Capacity.” This feature will 
cover each m: anagement factor involved 


in a new man’s first year with stress on 
specific problems universally met by new 
men and their managers. 

Rather than a “talk,” the presentation 
will document every step with training 
and supervision aids and with specific 
statistics on results and lack of them. 
It will call for audience participation. 

The American Society starts Wednes- 
day’s events with a 7:45 breakfast and 
annual membership meeting. Beginning 
at 9 and running all day will be an ex- 
hibit of NALU’s four current film strips. 


First General Session 


The first NALU general convention 
session will open at 9:15 with Robert 


L. Walker, CLU, NALU president, pre- 
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luncheon at 12:30. 

The afternoon NALU meeting will of. 
fer four prominent speakers: Jack R, 
Morris, vice president of Business 
Men’s Assurance; Dr. Kenneth McFar. 
land, educational consultant who wil] 
appear by courtesy of General Motors; 
Charles W. Dow, senior vice president 
of Equitable Society ; and Miles W. Pal- 


siding. Following opening ceremonies, 
David Walker of Oskaloosa, Iowa, co- 
winner of the Voice of Democracy es- 
say contest, will talk on “I Speak for 
Democracy.” His appearance is spon- 
sored by the Phillips Petroleum Co. 
Two features of this session will be 
the introduction of special guests and a 
memorial service for NALU leaders who u 
died during the year. This service will mer of Edmonton, Alta., agent for Sun 
be conducted by Lester O. Schriver, Life of Canada. f 
managing director and past president of Closing the Wednesday’s schedule 
NALU. will be the annual dinner and _confer- 
ment exercises of American College and 
American Society. A celebrated speaker, 
President G. L. Cross of University of 
Oklahoma, will talk on “The Ethical 
Use of Professional Competence.” 
Thursday’s general convention session 
will start at 9 am. with Stanley ¢ 
Collins, CLU, NALU vice president and 
agent for Metropolitan Life in Buffalo, 
presiding. Feature presentations will be 
addresses by R. L. McMillon, agent for 
Business Men’s Assurance at Abilene, 


Following this will be the annual mes- 
sage of the president, Robert L. Walker. 
The morning session will conclude with 
the American College Hour, an annual 
feature of NALU conventions. Featured 
speaker for this will be Clarence Fran- 
cis, former chairman of General Foods 
and member of the Hoover Commission. 

3etween NALU’s two Wednesday ses- 
sions will be a Women Underwriters’ 





Looking for a 


real “Special” Policy? 


The “Special” 


so low, you'd expect it to be a preferred policy — 
— but it’s written substandard to 500%! 


Better than Ordinary! At younger 
ages, premiums are lower than 
Ordinary, net cost is better, retire- 
ment and paid up values are 
higher. Term can be added — giv- 
ing Quadruple Protection! Com- 


missions on term riders same as on basic 


policy! 


Look up your nearest Postal General Agent! 
Check on this plan — and on Postal’s field 


service — today! 


tw 


$13 FIFTH AVENUE NEW YORK 17, NEW YORK 
GEORGE KOLODNY., President 





Whole Life Paid Up at 70— 
one of Postal’s newest policies — has Brokers 
and Surplus Writers in raves. The premium is 





Tex.; G. S. Cutini, director of training 
for Life Insurance Co. of Georgia: 
Johnny S. Sierra, Great Southern oc 
Dallas; and Harry R. Schultz, CLU, 
Chicago, agent for Mutual of New 
York. The latter two will present 
“Echoes from the Million Dollar Round 
Table.” 

Hugh B. Patterson, publisher of the 
Arkansas Gazette of Little Rock, will 
speak at the Life Underwriter Train- 
ing Council luncheon at 12:15. 

The election session of NALU’s Na- 
tional Council will start at 2. It is dur- 
ing this session that new NALU officers 
and trustees will be chosen. Following 
this comes NALU’s convention business 
session. 

At 6 the many companies represented 
at the convention will hold their dinners 
at various St. Louis hotels. The out- 
standing social event of the convention, 
the president’s reception and _ ball, will 
start at 10. 


Prominent Industry Leaders to Speak 


general convention session 
a symposium on “Our Allied 
Associations” and another on “The 
Street Agent Speaks.” The first, to be 
presided over by Mr. Schriver, will pre- 
sent Bruce Shepard, manager of the Life 
Insurance Association of America; Claris 
Adams, executive vice president and 
general counsel of American Life Con- 
vention; Charles J. Zimmerman, CLU, 
managing director of LIAMA; A. H. 
Thiemann, president of the Life Adver- 
tisers Association, and Holgar Johnson, 
president of Institute of Life Insurance. 
The “Street Agent” symposium will 
offer a three-man panel discussing in- 
surance at the grass-roots level The 
three are Howard Manning, CLU. Kan- 
sas City, agent for Equitable of Iowa; 
Robert E. Gladden, John Hancock Mu- 
tual, representative at Jackson, Mich. 
and Thomas B. Rosser, Metropolitan 
Life representative at Dyersburg, Tenn. 

John W. Yates, Massachusetts Mutual 
Life general agent at Los Angeles, will 
be the featured speaker at NALU’ 
Fellowship luncheon ai 12:30. He will 
talk on “The Priceless Ingredient.’ 

NALU’s trustees reconvene at 3 
day and 9 Saturday. 


Friday’s 
will offer 


Fri- 








Woodward, Ryan, | 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
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C. T. Janney’s New Post 





CHARLES T. JANNEY 


Charles T. Janney, who has been dis- 
trict Group supervisor at Seattle, Wash- 
ington, for The Travelers, has been ap- 
pointed district supervisor Group pen- 
sions at San Francisco. Mr. Janney will 
be pension representative for the West 
Coast and will be in charge of all phases 
of pension programming. 

He joined The Travelers in 1934 in the 
Group department at the home office in 
Hartford. After two years in the home 
office, he became a Group field service 
representative at Hartford and later 
served in Chicago and San Francisco in 
the same capacity. In 1942, he joined 
the agency department as a Group super- 
visor at San Francisco and subsequently 
was named assistant district Group su- 
pervisor. A year later, he entered mili- 
tary service and upon return from duty 
in 1945, he was reappointed assistant 
district Group supervisor at the San 
Francisco office. In 1949, he was ap- 
pointed district Group supervisor at 
Seattle. 

A native of Paso Robles, Calif., ‘he 
was graduated from the University of 
Maine where he received his B.A. de- 
gree. 





Speakers for Meeting of 


International Claim Assn. 
Turner O. Houston, Peninsular Life, 
chairman of the program committee, 
announced some of the outstanding fea- 
tures of the program for the 46th an- 
nual meeting of the International Claim 
Association, to be held at the Lake 
Placid Club, Adirondacks, New York, 
on September 12, 13 and 14. 
Talks by two prominent insurance 
othetals will be given on Monday; Jo- 
seph R. Stewart, associate general coun- 
sel of Kansas City Life, on “The Claim 
Man and the Legal Department,” and 
Robert A. Goodell, M.D., medical di- 
rector of Phoenix Mutual Life, on “Ner- 
vous Conditions other than Psychoses 
trom a Claim Viewpoint.” 
_After the general meeting of the as- 
sociation on Tuesday, the day will be 


coveted to three seminars. The Acci- 
el and Health Seminar headed by 
Oward LeClair of Mutual Benefit 


Health & Accident Association; Life 
>eminar headed by Daniel McCabe of 
ee Prudential, and the Group Seminar 
leaded by George W. Lane, Jr. of 
Metropolitan Life. j 
Foe ag final session on Wednesday, 
ia auley, consultant, Health and 
tall nt i nderwriters Conference, will 
ee on “Accident and Health Claims 
hi : ublic Relations,” and Byron K. 
Ha te) executive vice president of John 
Ancock, will speak on “The Challenge 
ot the Future.” 


400 CLU Candidates 


Complete Requirements 

Nearly four hundred CLU candidates 
who have now completed their entire 
series of examinations and met other 
professional requirements will be grant- 
ed the CLU designation by American 
College of Life Underwriters at the 28th 
annual conferment dinner and exercises 
to be held in St. Louis August 24. 

The registration board of American 
College announces that the CLU desig- 
nation will be conferred upon 374 can- 
didates who completed the last of their 
series of five CLU examinations in June, 
together with 25 candidates who com- 
pleted their examinations in previous 
years and met their experience require- 
ments since the last conferment. ; 

Many of the 1955 class of CLU’s will 
be personally present at the conferment 
dinner in St. Louis conducted jointly 
by American College and the American 
Society of Chartered Life Underwriters. 
Dr. S. S. Huebner, president emeritus 
of American College, will administer 
the professional charge. Presentation of 
diplomas will be made at local meetings 
of CLU chapters and life underwriter 
associations later. 








North American Has Record 


North American Life of Chicago an- 
nounced that life insurance for July ex- 
ceeded production of the same month of 
1954 by more than 70%. This past month 
was the largest July in the history of 
the company. 

Much of the July gain is attributed to 
a sales contest which started on July 
18 in honor of Paul McNamara, chair- 
man of the board of the North 
Life. The company 
volume of business 
opening week of the came 
close to $2,000,000 volume representing an 


LIFE 


IS GOOD WITH 


BERGEN-EIBER 


MUTUAL TRUST LIFE 


American 
MAin 4-5444-5-6-7-8-9 


estimates on the 
produced in the 














campaign 


Pacific Mutual Installs 


all time high in the volume of business 
produced in any one week. This is the : : ° 
first contest that the field force has Univac Electronic Unit 


had for Mr. McNamara since he_ be- Pacific Mutual Life is installing this 


came chairman of the board Febru- ; > 
ec ‘ s Los Angeles home othice 

ary, 1955. month it its Le Ss § , a 
North American Life which s been Univac electronic data processing equip 


ment which will enable the company to 
daily the entire Ordinary life 


reporting new records regularly since 
it attained its first $4,000,000 month in 
November, 1954 reports that the sale of 
new life insurance for the first seven 
months of 1955 is 63% over the first 
seven months of 1954. A gain of 58% is 
reported in new life insurar applica- 
tions for the same period. 


process 
operation numbering over 300,000 policies. 
At present more than 1,750,000 individual 
record cards, many containing several 
hundreds units of information, are re 
quired. 








GROUP LIFE RATES REDUCED 


Reduced rates for Group life recently announced help the LNL repre- 
sentative serve and sell his Group prospects. New deductible coverages 
added to his already complete Group insurance line also help. He can 


meet his prospect's needs—whether for life, disability, or retirement plans. 















Lincoln National's complete and 
competitive Group insurance service 
is another reason for our proud claim 
that LNL is geared to help its field inom. 


The 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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Prudential Plan Gets Plug 


In Congressional Record 
Washington — Representative Charles 
A. Wolverton 
the new special hospital-expense policy 
for people over 60 intro- 
duced on the market by The Prudential. 
The New Jersey Republican commended 


expressed pleasure with 


soon to be 


the company from his home state in a 


special insertion in the Congressional 
at adjournment. 


Wolverton 


chairman of the 


Record 
noted that 
House 
during the 83rd 
had held 


He is cur- 


Representative 
he had been 
Commerce Committee 


Congress and his committee 
hearings on health problems. 
rently ranking Republican member of 
the committee. 

He said the probe had “disclosed that, 


had 


growth of the voluntary health-insurance 


although here been a very rapid 


movement, the committee 
that 
extension of 


was equally 


impressed there was a need for 


coverage to provide for 
broader ranges of benefits and to addi- 
tional groups of people. 

“One of these groups that needed cov- 


erage were the older people, who either 
found difficulty in obtaining health in- 
surance or were unable to obtain it at 
all. 

“I am particularly gratified to have 
learned that The Prudential, the largest 
insurance company in my state of New 
Jersey and the second largest in the 
country, undertook a study of the pos- 
sibility and feasibility of providing in- 
dividual hospital-expense coverage at a 
reasonable rate for our older people 
and is now prepared to offer some time 
in September a special hospital-expense 
policy to both men and women between 
the ages of 60 and 70 which will help 
them pay their hospital, surgical and 
medical expenses while in the hospital, 
with guaranteed lifetime coverage sub- 
ject to the limits set forth in the policy,” 
Wolverton told Congress. 

He also had printed in the record 
a copy of a letter from Prudential Presi- 
dent Carrol M. Shanks, along with a 
Prudential explanation of the provisions 
of the new policy. Mr. Shanks told the 
Congressmen that, “there are few, if 
any more important social and economic 
responsibilities confronting our indus- 
try today than providing such cover- 
ages for older people. Concluding, he 
said, “I am gratified to say that The 
Prudential, as an important member of 
the industry, is trying to meet this chal- 
lenge. 





(MEW B&H SALES MAKER! 


BERKSHIRE’S NON-CAN 








Total Disability—benefit 
periods of 12-24-60-120 
months or lifetime. 
Partial Disability 
(optional)—one-half the 
monthly indemnity 
following total disability 
up to 6 months. 
Elimination Periods 
optional. 










SPECIAL 
FEATURES 


Br YOUR EYE 
LIFE INSURANCE COMPANY 
PITTSFIELD, MASS. « A MUTUAL COMPANY ¢ CHARTERED 1851 


Offering a wide market— 
7 occupational classes 
but only 3 premium 
classes—and these » 
ACCIDENT attractive benefits :. 
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ns . SICKNESS 


Total Disability—benefit 
periods of 12-24-60-120 
months, Elimination 
Periods: 7-14-30-60-90 


Fs days. j 
ya / } } 
ar a a 
P ad ft rd / 
yd A 7 


® Non-cancellable and guaranteed renewable to Age 65 

® Incontestable after 2 years ® House confinement 
never required ® Waiver of premium after 90 days 

© Non-prorating ® Non-aggregate 


To make all A& H 
prospecting simpler, more 
effective, Berkshire has 
created the “SALES SIGHT 
SCORE KIT”—the most 
complete aid ever produced 


for the sale of Non-Can 
and Commercial A & H. 
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The 1955-56 officers and board of directors of Boston Life Underwriters Associa. 
tion held a dinner meeting on July 27, to discuss plans for 1955-56 season. Present 


were, left to right: 


Secretary-Treasurer A. E. Richardson, Jr.; 


Raymond E, 


Desautels; Immediate Past President Robert E. Turner; Robert B. Whittemore; 
Executive Secretary William C. Coogan; Donald Shepherd; Robert E. Lambert; 
Vice President Robert W. Boas; President P. Russell Thompson, CLU; Peirce 
Fuller; Kenneth C. Connor; George Gallagher; C. Proctor Stanley; Vice President 
M. G. Summers, Jr.; R. S. Cox, Jr., CLU; T. C. Walsh, Jr.; E. H. Duffy. 





ROCHESTER TRUST COUNCIL 
Election of Basil R. Weston, Berk- 
shire Life, as president of the Rochester 
Life Insurance and Trust Council, was 
announced recently. 

Other officers are: vice president, J. 
Robert Murray, assistant vice president 
and trust officer, Security Trust Co.; 
treasurer, Bern Van Horn, New England 
Mutual; secretary, Wilmot R. Craig, vice 
president and trust officer, Lincoln 
Rochester Trust Co. 





Bankers 1956 Convention 


Jackson Lake Lodge, new resort hotel 
in the Jackson Hole Country in Wyo- 
ming, has been selected for the 1956 con- 
vention site of Bankers Life Insurance 
Co. of Nebraska, June 20 to 24, 1956. 

C. H. Heyl, vice president and director 
of agencies, also added that the Bank- 
ers Life “Kids’ Convention” will be held 
in the same lodge during the regular 
company convention. 





- 


STAR OF 
THE NORTH 








I N U 








During our 75th Anniversary cele- 
bration this August, we dedicate a 
new, spacious home office building. 
Minnesota Mutual, today, approach- 
ing one and a half billion dollars of 
life insurance in force, is one of the 
25 largest mutual companies in the 
country. The “Star of the North” is 
a company with definite personality. 
positive character, and an enviable 
history in the industry, 


THE AGENT-MINDED ... 


Minnesota Mutual Life 


ANCE 
ST. PAUL, MINNESOTA 


COMPANT 
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Nick Sichenze Completes 
20 Years as U. S. Life G.A. 








NICHOLAS V. SICHENZE 


Nicholas V. Sichenze, general agent of 
the United States Life in Brooklyn, 
completed 20 years of service with the 
company on August 7. One of the oldest 
general agents of the company in point 
of service, he is also one of the best 
known insurance agency men in Brook- 
lyn, particularly among the brokers. 

Since January 1, 1947, Mr. Sichenze 
has been membership chairman of the 
Brooklyn Insurance Brokers Association. 
\t that time it had 157 paid members 
compared with nearly 1,000 members to- 
lay. In recognition of his work as mem- 
bership chairman Mr. Sichenze was pre- 
sented with a testimonial plaque at the 
1950 annual meeting of the association. 
He has been continuously a member of 
the board of directors of this organiza- 
tion, 
was the founder and 
first president of the Southern New York 
State Association of A. & H. Under- 
writers. Formed in 1949, this organiza- 
tion is athiliated with the International 
\ssociation of A. & H. Underwriters. 
Mr. Sichenze, who has been one of its 
stalwarts, was again the choice of the 
membership as president this year, mak- 
ing his third term in office. When the 
DBL law was enacted in New York 
State several years ago Mr. Sichenze 
aS a representative of the International 
\ssociation was appointed by the Super- 
intendent of Insurance to the all-industry 
policy forms committee. 

Active in fraternal and civic affairs 
in the Bay Ridge section of Brooklyn, 
Mr. Sichenze is also a good churchman. 


Mr. Sichenze 





Midland Mutual Regionals 

Field representatives and home office 
fxecutives of Midland Mutual Life will 
attend two regional meetings at the 
Summit Hotel near Uniontown, Pa. and 
the French Lick Springs Hotel in French 
Lick, Indiana. 

Members of Midland Mutual agencies 
m Ohio, Pennsylvania, New Jersey and 
North Carolina will attend the Summit 
neeting. In attendance at the French 
Lick meeting, which opens August 25, 
will be personnel from the balance of 
Ne company’s agencies in Ohio as well 
“ Tepresentatives from Michigan, West 
‘irginia, Indiana, Illinois and Kentucky. 

Theme of both meetings will be “The 
\ccent’s on Activity.” Subjects to be 
‘overed include effective selling ap- 
ur tes, the use of direct mail, the 
rc ly recently introduced accident 
‘nd sickness program, underwriting and 
entele_ building. 


American United Names 


Two Assistant Actuaries 

John W. Lincoln and Paul J. Over- 
berg have been named assistant actu- 
aries by American United Life. Both 
are associates of the Society of Actu- 
aries. 

Mr. Lincoln was graduated from Uni- 
versity of Michigan and spent a year 
in graduate mathematical study at Uni- 
versity of Zurich, Switzerland. He 
joined the company in 1953 after sev- 


eral years of experience in the life in- 
surance field. His responsibilities will 
relate primarily to the actuarial aspects 
of American United’s reinsurance serv- 
ice, mortality studies and other appli- 
cations of statistical method. 

Mr. Overberg began his 
career in 1950 and American 
United in 1954. He also is a graduate 
of University of Michigan’s program of 


insurance 
came to 


actuarial science. His duties will be pri- 
marily in the direct Ordinary price and 
design area. 





DO YOU HAVE A CLIENT WHO NEEDS 


$100,000 


MORE LIFE INSURANCE? 
(But thinks he can't afford it) 


Just show him our non-participating Guaranteed Cost 


Annual renewable term. 


For $100,000 


Annual 
Age Premium 


30 $ 629 
35 691 
40 829 
45 1,065 


Also, non-participating Selected 


Risk Ordinary Life. 
For $100,000 


Age of Annual 

Issue Premium 
30 $1,705 
35 2,020 


40 2,441 
45 2,987 





A simple and complete Selected Risk Ordinary Life sales folder with 
rates, cash values, and a triple-duty sales track and proposal can be yours 


for the asking. 


These policies are a special addition to our complete line of participating 


life plans. 


“Providing sound coverage at reasonable 


cost through competent representatives ‘4 


DUHRCCS NATIONAL LIFE 


Insurance Company 





Nentelai, Mee 


Interested? We'll be glad to send you complete information and sales 


material. Just fill in coupon. 


Name 


GENERAL AGENCY INQUIRIES INVITED 


Please send me your sales material on Non-pe. 
policies. No obligation. 





Address 





State 








City 





Equitable Society 
Marks Pioneer Group 


PLAQUE TO MONTGOMERY WARD 





Ceremony at Chicago on 43rd Anniver- 
sary of Insurance Program of 


Mail Order Firm 


Montgomery Ward & Co. was saluted 
in employe Group insur- 
held at the 
offices in Chicago, when the 


as a pioneer 


ance in ceremonies main 
company 
was presented with a plaque by Equi- 
table 43rd 
of the insurance program. 
Presentation was made by 
Culick, Equitable Society’s vice 


Society on the anniversary 


Merle 


presi 





Merle Gulick, vice president for Group 


insurance of Equitable Society (left), 

presenting plaque to Drummond C. Bell, 

vice president and personnel director of 
Montgomery Ward & Co. 


dent for Group insurance and accepted 
for the company by Drummond C. Bell, 
Ward vice president and personnel di 
rector. In presenting the plaque, Mr. 
Gulick said: 

“Forty-three years ago Montgomery 
Ward & Co. queried the major life in 
surance companies about the possibility 
of developing some form of Group in 
surance coverage for its thousands of 
employes. The then current employe 
welfare plans were providing little more 
than burial benefits for the  bread- 
winner. Montgomery Ward & Co. be 
lieved some more adequate form of pro 
tection could be worked out 

“It was the teamwork of the Society 
and Montgomery Ward which originated 
this new, inexpensive form of life insur 
ance coverage 43 years ago. That life 
insurance protection developed in 1912 
for Ward’s employes now covers more 
than 45,000,000 individuals for a total of 
about $95,000,000,000 throughout indus 
try,” Mr. Gulick concluded. 

In accepting the plaque, Mr. Bell said 
it has been a basic policy of the com 
pany to recognize the needs of its em 
ployes and to strive to do its part in 
improving their welfare. The Ward 
personnel director added that the insur 
ance plan, as all other programs of the 
company, is constantly under review with 
the idea of effecting all practicable im 
provements. 

Ward’s first Group policy, Mr. Gulick 
noted, was for a total volume of $5,946,- 
564 on 2,912 employes. Since that time 
the plan not only has been increased but 
supplemented by accident and sickness, 
accidental death and dismemberment, 
hospital and surgical benefits—the latter 
for dependents as well as for emnloves 
During the 43-year period over $19,000, 
000 in Group benefits have been paid. 


Stanway With Cal. Life 
As Director of Agencies 


A. E. Stanway, CLU, 
considerable production 


who has had 
experience in 


both individual and Group lines for sev 
eral large life companies, has recently 
joined the California Life of Oakland, 
Calif., as director of agencies. 
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Frank O. H. Williams, 
tf the Connecticut 
Life, one of the best known men in the 
New England managerial ranks, was re- 
cently appointed chairman of the Yale 


J. McCall Hughes, vice president and 
controller, Mutual of New York, has been 


THAN 1,000 L IFE 
\s but one example of how life insur- the research arin of the Con- 
ance companies are helping build up the 
of the fp ition since 1052 Mr. Hughes 
was vice president and chi urman of the 
executive committee in 1953-4. 


Born in England, Mr. 
graduate of Sheffield Scientific 
; f From 1927 to 1933 he was 
publisher and business manager of Yale 
and member of a com- 
mittee which reorganized the Yale Place- 


: life insurance funds in the turnpike and 
\n increase of 183 in the past 12 months 
Alumni Weekly 


and were largely Frederick E. Jones, president of Ohio 


in the past few years. j 
president of Hartford Yale Club. 

In life insurance Mr. Williams started 
as a personal producer in 1933. The fol- 
lowing year he became manager of the 
Connecticut General’s New Haven office. 
In 1937 he moved to Hartford where he 
took over the home office agency of the 
company. Since then eight general agen- 
cies in Connecticut have been combined 
and he is now acting as the company’s 
Connecticut manager. 
years his agency has received the com- 
pany’s agency award ten times. 


in the portfolios 
ESM aCL SO aaeS ” phollie Malling has been 
A parade will be a feature 
of the peiclii ition. 

igures were gathered as a re- 
Nell F. Burns of New England Mutual 


364 companies were doing business 


Insurance which showed that ae ‘ 
women agents in the country and a mem- 


Women’s Quarter 
lable, is leaving for Japan where 
she will spend several weeks and_ will 


insurance companies have bonds of 
Over the last 20 


District of ‘Columbia. 


A. B. Jackson, president of the S 
has accepted the ne id- 
ership of the industri: ul gifts committee 
campaign to raise ig age for 


Mutual vice president, has been named 
to the newly-created National Chamber 
mga ue Committee of 
Commerce of the United States. 


The announcement was _made by Boyd 


Paul Companies 


ownership in the > $80,000,000. held 


vears has been the 2 


is Harold = Ames, wld il beni of “the 
; |S Chamber's efforts to - 


, there were 249 main-oflice insurance investment in turnpike bonds 

? its John A. Smith, York, and J. Harry 
Strawbridge, Lancaster, i engage | ina program to mobilize ‘added 
vigorous progr: im 
signed to overcome what Cohapbel ‘ab 
‘roadblocks that are being presented {0 
the free market economy.” ” 
~~ which is — by Arthur H. Mot- 
of Parade Magazine, 
Galt top “ve el business executives from 
throughout the nation. 


ra total of 60 years’ service. 
Smith represented [ 
He was both teacher 
a in the York County Public School 


ie seine in : the turnpike development is just getting 
lexas, led with 133 companies, other 
was reported that 
pikes were in operation, with another 900 
i ‘r construction and 3, é . 
T * two veterans have receiv ed fr ta 


being proposed, an aggregate of 


PRD ot long and faithful service. 

Leland Hume, Jr., has been appointed 
special agent for the Set aaa Insur- 
ance Companies, 
will supervise agents in Mis 


Turnpike financing is one of the newer 
channels developed gee Donald E. Stocum - ener 


~ ) : as er 
such bond issue was insurance business. with the: opening er: 


T $3 billi Mississippi Fieldmen’s 
‘re are ) 3 1 = ’ a SSISS 

There are now $3 billion 16 Main jo a 

bought an interest in the agency which 

was operated by 


policyholders in | 


Eva R. Borden. 


proposed issues will greatly increase the 
E. C. McCuller, manager 


The life insurance companies : : I , 
Miss Borden; vice president, for the Liberty National Life, 


than one-seventh of : : 
secretary-treasurer, 


16 companies over 100 years 
pees Men’s Association for 1955-56 


outstanding turnpike bonds. 
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The 


George 
great flair for salesmanship and 


with a 
equippe: 
of idez 





George J. Mecherle Book 


J. Mecherle, an Illinois farmer 


1 at the time only with a fund 


> and no cash in the bank, entered 


the field of selling insurance to farmers 


by star 
which 
three in 

his « 


grew 


ting a small mutual company 
into a large operation of 
surance companies. At the time 
leath in 1951 at the age of 72 


these companies, all of which have their 


headqua 
State 


Farm 


rters in Bloomington, IIl., were 
Mutual Automobile Insur- 


ance Co., organized in 1922, which had 


assets on December 31, 


316,700 ; 


organize 
year's fig 


1954, of $287,- 
State Farm Life Insurance Co., 
d in 1929 whose end of last 
gures were assets of $90,464,000 


and insurance in force of $851,900,000; 
and State Farm Fire and Casualty In- 


surance 


1934 whose 


Co., organized in 


assets at the end of last year were $12,- 


334,900. 
Decidi 


writer of 


ng to commission a professional 
considerable stature to write 


his biography the job was given to Karl 
Schriftgiesser who after experience on 


Boston 

pers wr 
graphica 
study of 


iLes. Publisher is 


The bi 
Merna,” 


and Washington daily newspa- 
te a number of books of a bio- 
| nature, including “Families,” a 
ten outstanding American fam- 
Random House. 

0k is called “The Farmer From 
name of the town where Mr. 


Mecherle spent his boyhood. Most inter- 
esting part of the book is the early part 
of his career and how he launched him- 


self into 


the automobile insurance field. 


George Mecherle was brought up on a 


farm of 
C unty, 


160 acres at Merna in McLean 
Illinois, his first. education being 


in a one-room school house in the vil- 


lage 


Ms uncle on a 


he was 
ave an 





1e had 


ance. He 
Town M 
Althoug 


1899 he took over the farm from 
business basis on which 
rent at first and then 
to buy. As a farmer 
his first observation of insur- 
was a member of the Old 
utual Fire Insurance Co. 
h the farm got to be 480 acres, 


to pay 
option 


Mecherle sold his equipment and _ his 


| 

ent t} 

ly after 
-L- 


Sick and 


Ge rge 


a colleg e 


t hing 
power 
accepted 
the Uni 
tath yn, 
fange 


ness in 





no difficul 


ut not the land, and decided to 
e Florida real estate field. Short- 


arriving the family got home- 
returned to Illinois where 
took a house in Normal, IIL, 
town near Bloomington. Next 
‘is to find a job. He had the 
persuading people and soon 
a position selling policies for 
Automobile Indemnity Asso- 


a small reciprocal insurance ex- 


f Bloomington which did busi- 
tour states. He found he had 
ty in selling automobile insur- 











ance policies, most of his sales being to 


farmer acquaintances. But he could not 
see eye to eye with the company ad- 
ministration, had suggestions of improve- 
ments to offer and was met with the 
comment: “Well, George, if you don’t 
like the way we run things, go start 
your own company. You'll find your 
ideas are not practical.” 

He quit the company in an amicable 
departure. Mecherle didn’t return to in- 
surance for a time as his wealth was tied 
up in land, he owned no readily avail- 
able cash and he had a large family to 
support. 

So he went with the Illinois Tractor 
Co. as a “bird dog” for one of that 
firm’s regular salesmen, turning up like- 
ly customers among his rural friends for 
the gasoline contrivances that were be- 
ginning to become standard equipment 
on many farms where horses and oxen 
or cumbersome steam engines had up to 
then done the heavy work. He soon be- 
came a salesman in his own right and 
did well in competition with the tractors 
of Ford, General Motors and Interna- 
tional. Unfortunately for his peace of 
mind he sold tractors faster than the 
company could deliver them and thus 
he again threw up his job. 

When he quit this job there were 
hundreds of different automobile insur- 
ance companies, reciprocals, mutuals and 
so-called Lloyd’s scattered through the 
country, In Illinois alone were 290 stock 
and mutual fire and casualty companies 
and inter-insurance exchanges doing 
business of which 54 were Illinois outfits. 

Mecherle decided to start an insur- 
ance company of his own and wanted 
the counsel of an insurance lawyer in 
whom there was wide confidence. This 
turned out to be Herman Ekern of Chi- 
cago who had been Insurance Commis- 
sioner of Wisconsin. At the start Ekern 
referred him to George E. Beedle who 
was office manager in the law firm of 
Ekern, Meyers & Janisch. Beedle, also 
a former Insurance Commissioner of 
Wisconsin and a former member of state 
legislature, was assistant secretary of 
the Federation of Mutual Life Insurance 
Companies. Finally, Mecherle began a 
long correspondence with Ekern and 
eventually impressed him and his part- 
ner, Erwin A. Meyers favorably and 
Mecherle’s State Farm Mutual Automo- 
bile Insurance Co. began to gather up 
steam. Membership fee would be good 
for the life of the company, and it was 
originally planned to have no agents ex- 
cept Farm Mutual secretaries and a few 
special agents from the home office show 
them how to operate, and how adjust- 
ments would, whenever possible, be set- 
tled at once by local agents. 

At the Illinois State Association of 
Mutual se lm Companies Mecherle 
signed up 22 men who agreed to be spon- 
sors of the company and got signatures 
of six farmer mutual secret aries who 
agreed to serve with him as a_tempo- 
rary board of directors until the first 
membership meeting ¢ could be called. All 
were farmers or ex-farmers like himself. 
In order to acquire a license it was nec- 


essary to deposit a “certificate of de- 
posit” for $25,000 with the Insurance 


Department and a minimum of 200 appli- 
cations for insurance policies. Until 
there were policyholders there would be 
no money and this had to be furnished 
by management through what is known 
as a surplus note, a form whereby man- 
agement lends to the new company the 
necessary deposit amount. This obliga- 
tion of the company is to be paid back 
to the lender only at such time as the 
company has excess surplus funds avail- 
able. 

The firm of G. J. Mecherle, Inc., as a 
management concern, was set up with 
Mr. Mecherle, Minnie A. Jones and her 
sister, Susie E. Jones, as incorporators. 
The first advertisement of the company 
was printed in the Prairie Farmer in 


its issue of April 29, 1922, The com- 
pany took a single room in Bloom- 
ington business building. here was 


a partition at the back of the room to 


make a_ separate office George 
Mecherle. In the front office were two 
desks, one for Miss Jones who was 
manager and the other for the staff, 
consisting of a stenographer. Besides 
rent and the stenographer’s salary, the 
other expenses were mostly for printing 
of a rate card and applicat blanks. 
Next thing to do was Mecherle 


to get 200 applications for insurance 
so the license for doing business could 
be obtained. So Mecherle went on the 
road. He made a slow start. The first 


agent he appointed was Charles Wonder- 


lin, a retired farmer, who was supple- 
menting the income from the rental of 
his farm by selling insurance for North- 
western Mutual Life and several farm 


fire insurance companies. Other appoint- 
ments of agents followed and the 200 
names were signed up for applications. 
Mecherle then confined to his home by 


illness worked up a list of 14 leading 
questions which were mailed to secré- 
taries of farmers mutuals throughout the 
entire state. This mimeographed ques- 
tionnaire was “the first direct advertis- 


ing of the State Farm.” 

On November 24, 1924, a contract was 
signed making the Indiana Farm Bureau 
Federation of Indianapolis the first state 
agent for the State Farm Mutual Auto- 
mobile Insurance Co. Within a_ few 
months other states were entered by the 
company, with the State Farm Bureau 
Federation acting as its contractural 
sponsor. 

Three early provisions of the State 
Farm proved foundation stones: the 
membership fee which upon being paid 
by any member for any class of insur- 
ance shall exempt him from further 
membership fee for such class on any 
one automobile; the premium deposit 
which is treated as earned pro rata dur- 
ing each six months period; under the 
theft and movable object collision 
clauses there was a provision that the 
policyholder himself should bear any loss 
up to $10. Liability limits were placed 
at $2,500 a person and $5,000 for two 
or more persons involved in one accident. 


Property damage was limited to $500 
for any one accident. At the end of 
1922, six months after starting opera- 
tions, there were 1,300 policies in force. 


Income was $29,222 and assets were $27,- 


reserves were perfect tly satisfactor Vv 
and surplus was $7,758. A reinsurance ar- 


rangement was made with Int egrity Mu- 
tual Casualty Co. of Chi _ providing 
that in case of personal injury or death 


Integrity would assume half of f all losses 


under $2,500 and the entire amount of 
the losses in excess of $2,500. In 1926 
new coverage was provided, known as 


stationary object collision 
The book then takes up thi 
the development of the State Farm or- 
ganization, distinctive features of its 
policies, expansion of branc! 


storv of 


fices. dis- 


cussing among other things the tough 
time experienced during period when 
all companies in Americ re having 
exceedingly large losses and the experi- 
ence of its own loss department Heavy 


losses were eventuallv 
the red ink figures disappearing. The 
companv’s rating situati is described 
in detail. Also given are details about 
the organization of its companion 
companies. 


memory, 


In September, 1928, the company 
bought land in Bloomington near the 
court house and_ started building an 


eight story structure. Within four years 
the entire floors were used by the com- 
In 1935 five additional floors were 


pany. 
added but more space was needed. An- 
other eight story building was erected 
adjoining the old building. Added sto- 


ries were erected and the present build- 
ing is 13 stories tall. The company 
opened a branch in Berkeley, Cal., its 
first branch, in 1928. Another important 


event at the time was the organization 
of the State Farm Life Insurance Co 
owned by and under the management 


of the State Farm Mutual Insurance Co. 


Adlai H. Rust is president of the State 
Farm Mutual Automobile 
He started his 
Farm as a young lawyer in 


Insurance Co 
State 
Bloomington 


association with 


and then went with the legal department 
on a wholetime basis. As the companies 
grew he was given the assignment of 
handling their investments. Upon George 
Mecherle’s death he was executive vice 
president, chairman of the board of the 
fire and life affiliates and treasurer of all 


three companies. He had become the 
central figure around which the large 
affairs of the organizé ition revolved. 


Owner ot two prairie farms he is one 
of the country’s well known breeders of 
Aberdeen-Angus cattle. 

W. Tompkins, executive vice presi 
dent in charge of the agency force, first 
became associated with George Mecherle 
in 1915. Morris G. Fuller, who came in 
1929 took over the administration of the 
life company. Fletcher B. Coleman, who 
came to Bloomington in 1931, rose to be 
in charge of claims. Gilbert Brown, who 
was experienced as a public accountant, 
became comptroller in 1935; and J. H 
Parsons, vice president, is also secretary 
of the executive council. Edward B 
Rust is executive vice president in charge 
of operations: H. E, Curry is vice presi 


dent in charge of actuarial department; 
Thomas C. Morrill, former Deputy Su- 
perintendent of the New York State 


Insurance Department, is in charge of 
public relations and related management 


problems; E. L. Hiser, who started by 
being head of McLean County agency 
operations, is a director. 

Each of the two “fine functions” 


agency and operations—has its own man- 


agement group. The agency staff with 
\. W. Tompkins as its head, is seconded 
by Henry Keller, Jr., as vice president 
agency. There are three regional agency 
vice presidents- T. J. Kisselbach, Mer- 
rill ‘C. Ackland and Myron E. Dean 


vice president- 
is chief aide to Edward Rust. 
Among other executives are R. J. 
Jartrum, vice president claims; A. L. 
Baymann, assistant comptroller; Carl A. 
Marquardt, vice sn nti soba and 
research; Frank L. Mittelbusher, vice 
president-statistics ; Paul L. Miltzner, 
vice president-personnel; Robert O. Noel, 
assistant vice president, and James H. 
Turner, director of administrative serv 
ices. Henry Keller, Jr., serves on the 
operating committee as one means of 


Richard F. Stockton, 


operations, 


maintaining liaison between agency and 
operating functions. Each of the affili- 
ated companies—life and fire—has_ its 


own coterie of officers Aiding President 
Fuller of State Farm Life are Robert ‘C 
Perry, first vice president; J. H. Miller, 


senior vice president; George R. Davies, 


vice president and counsel; Burnell H 
Miller, vice president and controller; 
John C. Morris, vice president and secre- 
tary; and vice presidents R. R. Han- 
back, ee O’Brien and JI. M. Spear. 

President Campbell of State Farm 
Fire and ee has as his chief lieu- 
tenants R. Thoele, vice president and 
secretarv; ae assistant vice presidents 
Tames H. Hazard and A. W. Kohlhagen. 

In the legal department Erwin A. 


Mevers has helped guide State Farm af- 
fairs from the first. and his vounger 
partner Russell H. Matthias has handled 
much of the State Farm’s corporate and 
legislative work since 1933. In 1951 the 
firm of Meyers and Matthias succeeded 
Fkern. Mevers and Matthias to which 
Russell Matthias was admitted in 1942. 
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Whitford Sees Research Program 
Needed to Answer Sales Questions 


Fire Association Executive Wants to Know Influence of Price 
on Buying; Whether Agents Know People They Try to 
Sell; If Present Selling and Ad Techniques Are Adequate 


Securing objective answers to several 
important questions will enable agents 
to equip themselves better to consider 
necessary changes in marketing strategy 
Vice President George V. Whitford of 
the Fire Association of Philadelphia told 
members of the West Virginia Associa- 
tion of Insurance Agents August 16 at 
their meeting at the Greenbrier Hotel, 
White Sulphur Springs. 

These questions, he said, include influ- 
ence of prices on consumer behavior 
among different social groups, tuning 
selling strategy to the mass market and 
to its group components and finding bet- 
ter ways of communicating with an ever- 
increasing number of people. When an- 
swers are found, Mr. Whitford con- 
tinued, then agents and company men 
will know how to reorganize plans to 
more profitably serve a greater number 
of clients with their personal lines needs, 
and also be able to reverse the drift 
toward non-agency methods of distribu- 
tion. 

As the task of finding answers is tco 
great for any individual or small group, 
but requires the attention of experienced 
men on a national basis, Mr. Whitford 
offered four suggestions, which follow: 


Proposals for Securing Sales Data 


1. The wisdom of undertaking a joint 
company agent market research program 
by one or more of our great univer- 
sities. 

2. The possibility of establishing, with 
in the National Association of Insurance 
Agents and the regional trade organiza- 
tions, sales departments staffed by quali 
fied people who would supply spectalized 
marketing information and sales training 
programs for its members. 

3. The necessity of watching trends 
and developments in other businesses, 
even though seemingly unrelated to our 
business, and the prompt furnishing of 
such information and its implications by 
national agent and company organiza- 
tions. 

4. A study of the selling and promo- 
tional activities of the successful life 
insurance companies. 

Price Influence in Buying 

Asking whether the average insurance 
man really knows the influence of price 
in buying decisions for personal insur 
ance, Mr. Whitford said: 

“While we have been moralizing, 
sneering at our competition, or looking 
for someone else to blame, we've for 
gotten that we don’t know, and we have 
never scientifically tried to find out how 
important price is to the policyholder, or 
how much of a differential between two 
prices can be justified. On the one 
hand, price obviously has an effect on 
a large number of people who are buy 
ing a variety of products and_ services. 

“However, in spite of all of the price 
competition in the appliance business, 
dealers who have put the necessary 
effort into home selling have generally 


avoided the cutthroat game of ‘How 
Cheap Can I Sell It?’ Los Angeles 
swarms with small but successful home 


selling operations; the largest appliance 
dealer in Atlanta, most of whose. busi- 
ness is gathered at list prices from the 
efforts of twelve outside salesmen, 


swears that ‘door-to-door is the only 
way to live,’ and the technique seems to 
work even in the roughest of price mar- 
kets, New York City.” 

Do Agents Know Their Markets? 


The second question Mr. Whitford put 
before the agents was: “What do we 
really know about the people to whom 
we are trying to sell?” 

“It’s probably wrong to generalize too 
much about ‘people’,” he stated. “All of 
us have been listening to the term ‘mass 
market’ for so long, we have gained the 
impression that the redistribution of 
wealth sas created one big, happy 
family of consumers with similar tastes, 
equal incomes, and_ identiesi goods. 
Nicholas Samstage, director of promotion 
for ‘Time,’ says this apparent uniformity 
is a mirage. 

“Income is not the only or even the 
major measure of similarity or differ- 
ence. There is a great law of inequality. 
Everything else being equal, people will 
still be different. We constantly read 
the slogan, ‘Markets Are People,’ but 
surprisingly enough, we seldom explore 
people as people. 

“Human beings are dynamic, complex 
creatures, irrational 1s often as rational, 
motivated by emotion, habit and preju- 
dice; differing widely in personality, in 
aspirations, ideals, and buying behavior. 
Men respond to different appeals than 
women, There are broad gulfs among 
social classes, among racial and ethnic 
groups, and the rural or small town 
family generally has different values 
than the big city dweller.” 


Are Sales Techniques Adequate? 


A third vital question to which an 
answer is sought, Vice President Whit- 
ford continued is: “Do our selling and 
advertising techniques appeal to the basic 
drives, requirements, and anxieties of our 
customers, or are they based on our 
private and personal ambitions for our- 
selves or for our product ? 

“In simpler days,” he said, “when the 
connection between the company, agent, 
and assured was closer, communication 


(Continued on Page 25) 


To Address Agents on 
National Board Services 





LEWIS A. VINCENT 


Lewis A. Vincent, general manager of 
the National Board of Fire Underwrit- 
ers, will address the 59th annual con- 
vention of the National Association of 
Insurance Agents, according to NAIA 
President Joseph A. Neumann. Mr. Vin- 
cent will appear on the program on 
Monday morning, October 3, and discuss 
“Benefits Beyond the Contract.” The 
meeting is scheduled for October 3-5 
in Los Angeles. 

Mr. Vincent has been with the Na- 
tional Board since 1929 and, in addition, 
is a trustee and director of many insur- 
ance and civic organizations. He _ pro- 
poses to demonstrate how the National 
30oard performs many services over and 
above the contract of insurance. 

The NAIA educational committee will 
conduct its annual breakfast for state 
and local association secretaries and 
managers at 8 a.m. Tuesday, October 4, 
at the Statler Hotel. Short reports on 
the year’s work and the progress of 
the nationwide contest being conducted 
by the committee will be presented by 
Ernest F. Young, Charlotte, N. C.,, 
chairman of the committee, and NAIA 
Educational Director Thomas J. Mc- 
Kernan. 





HOMEOWNERS’ SALES AIDS 

The Atlantic Companies of New York 
have distributed to their agents and bro- 
kers two excellent mailing pieces de- 
signed to help sell the increasingly popu- 
lar Homeowners policies “A”, “B”, and 
“C”. Both pamphlets are written in non- 
technical language readily understood by 
prospects and also feature the services 
of local agents and brokers. 











GERLING 





INSURANCE 
i 


Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co., Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstrasse 1, Zurich, Switzerland 


Gerling-Konzern Rhine-Group Insurance Company 
Hohenzollernring 2-10, Cologne, Germany 
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UGA Fall Tournament at 
Raritan Valley Sept. 16 


The Underwriters Golf Association ap. 
nounces that the “Bill” Hadley Fay 
Tournament will be held on Friday, Sep. 
tember 16, at the Raritan Valley Country 
Club, Somerville, N. J. Secretary-Treas. 
urer W. L. Hippard announces that “very 
special arrangements have been com. 
pleted by the governing cominittee for 
our Fall tournament. Honorary member 
‘Bill’ Hadley—who has spread fame 
through his Eastern Underwriter pic. 
tures and reports—invited us to return 
to the Raritan Valley Country Club, 
where the UGA was formed in 19}3 
and where our 25th anniversary in 1938 
was celebrated.” 

(Ed. note—Thanks, “Bill” Hadley.) 





W. Va. Permits Allstate 
To Set Up Rate Bureau 


Allstate Insurance Co. has been au- 
thorized to establish a fire insurance 
rating bureau in West Virginia for its 
proposed operations in that state. Insur- 
ance Commissioner Thomas J. Gillooly 
has set September 20. for a hearing on 
Allstate’s filing of fire and allied lines 
for dwelling classes. The Allstate Rating 
Bureau proposes to make its services 
available to the Allstate Insurance Co. 
only, and will not furnish its service to 
any other insurer. 

West Virginia insurance law requires 
that a fire insurer doing business in 
the state “shall maintain or be a mem- 
ber of a rating bureau.” Allstate, which 
proposes to write fire and allied lines 
insurance on class rated risks, that class 
being dwelling houses, decided to set up 
its own bureau. 





Would Exempt Insurers 
From SEC Registration 


Insurance companies would be ex- 
empted from registering their securities 
with the Securities’ and Exchange Com- 
mission under the so-called “over-the- 
counter” bill reported by a Senate Bank- 
ing and Currency subcommittee. 

The measure, as introduced by Senator 
J. William Fulbright (D., Ark.) chair- 
man of the Banking Committee, would 
have brought most issuers of unlisted 
stocks, with the principal exception ot 
banks, under the SEC registration regu- 
lations. 

However, during hearings on the bill 
held by a subcommittee headed by Sena- 
tor Herbert H. Lehman (D., N. ¥2)) 
exemption of insurance companies also 
was urged by the Association of Casu- 
alty and Surety Companies, the National 
Board of Fire Underwriters, the Ameri- 
can Life Convention and Life Insurance 
Association of America. 

The Lehman subcommittee thereupon 
added insurance companies to the list ot 
other exceptions, which included banks, 
companies with less than 750 stockhold- 
ers in any one class of securities or with 
less than $2,000,000 in assets. 





Royal Changes in Ky. 

The Royal-Liverpool Insurance Group 
announces that supervision of the Louts- 
ville, Ky., field has been assumed by 
State Agent Claude C. Purdom. _ Mr. 
Purdom will continue to be associated 
with State Agent Wallace W. Smith 
whose activities have been curtailed be- 
cause of illness. 

In addition to State Agents Purdom 
and Smith, the Royal has appointed M. 
Rex Pearson as special agent to assist 
in production activities. 





MERRITT GAB ATLANTA MGR. 
Vernon H. Merritt has been name 
manager of the. Atlanta, Ga., branch 
office of the General Adjustment Bureau. 
He succeeds Hugh N. Lewis, who has 
resigned to join a public adjusting firm. 
Mr. Merritt joined the bureau nearly 
years ago. In his new post he will con- 
tinue also as executive general adjuster. 
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Wiseman Heads Grand 
Nest of Blue Goose 


sAULCY NEW GRAND KEEPER 


Great American State Agent in Michi- 
gan; Young Presents Recommenda- 
tions to Grand Nest Convention 


Robert L. Wiseman, prominent ad- 
juster_ of Washington, D. C., was ad- 
yanced to most loyal grand gander of the 
Honorable Order of the Blue Goose at 
ie grand nest convention held last week 
my Hotel Muehlebach in Kansas City, 
io Generally the grand nest meeting 
in the fo llowing year is held in the home 
district of the grand gander, which would 
mean Washington in 1956, but as Blue 
Goose will be celebrating its 50th anni- 
yersary next year the convention then is 
scheduled for Milwaukee, Wis., where 
the fraternity was founded in 1906. 
Eugene C. Saulcy, state agent in Mich- 
wan for the Great American, becomes 
the new member of the administration, 
having be en elected grand keeper of the 
golden g oose egg. For many years he 
has “i active in Blue Goose and was 
most loyal gander of the Michigan Pond 
in 1936. He has also served as president 
of the Michigan Fire Underwriters Asso- 
ciation and two terms as president of the 
Michigan Fire Prevention Association. 


N. Y. and N. J. Delegates 


New York City Pond was represented 
at the convention by John J. McAn- 
lrews, adjuster, most loyal gander; 
Thomas P. Finegan, Corroon & Rey- 
nolds, past most loyal gander, and Max 
C. W. Buchenberger, Underwriters Sal- 
yage Co., who for many years has been 
attending grand nest gatherings. From 
the Garden State Pond of New Jersey 
came Past Most Loyal Ganders George 
Albiez, Pearl-American Group, and Rob- 
ert Stumpf, General Adjustment Bureau. 

Mr. Wiseman succeeds Alex B. Young, 
Hartford Fire, Kansas City, as most 
loyal grand gander. The latter presided 
during last w eek s well attended conven- 
tion. Jules E. Simoneaux, general agent 
at New Orleans, is advanced to grand 
supervisor of the flock; R. Fenerty, 
t Fenerty, McGillivray & Robertson, 
Calgary, Canada, law firm, to grand 
custodian of the goslings, and Mark A. 
Wells, Los Angeles insurance publisher, 
to grand guardian of the nest. Reelected 
are H. L. Mauritson, Fireman’s Fund, 
grand wielder of the goose quill, and 
Hubert O. Wolfe, Milwaukee, judge ad- 
vocate. 


Recommendations by Young 


In his annual report’ MLGG Young 
stated that membership totaled 13,909 
in 0 ponds, a net increase of 615 ganders 
and two ponds during the year. In his 
recommendations to the new administra- 
tion he included among others the fol- 


Wing : 
“There is definite need for a Blue 
Goose operations manual, setting out 


suggested procedures for the ponds and 
the grand nest in carrying out their 
uuties, This is not a grand nest respon- 
sibility, but any grand nest officer can 
voluntarily offer to assist in the man- 
Was preparation. Your grand gander has 
started this work by appointing this 
ast year’s committees to provide an- 
‘wers for the most frequent inquiries, 
such as pond publications, for we all 
grow by ‘ie exchange of ideas; grand 
nest conventions, pond ‘fellowship or wel- 
tunds, women’s auxiliaries, member- 
ip drives. 

“General recommendations by the most 
= grand gander have been made 
each year to ponds, urging that the 
ritual be memorized, new ponds and pud- 
lles_ formed, pond papers undertaken, 
iellowship funds begun and women’s 
uxiliaries encouraged. As a_ result, 
seat progress has been made along 
Fo Saad Perhaps general objectives 
< eSS €asy to attain than specific goals. 
‘mplification into parts may add further 
mpetus to each movement. 

“Theres ‘re, it is recommended that 
h grand nest officer be chi irged by 









he a. loval grand gander to assume a 
peci ic 


responsibility for one of the 





aims mentioned, and put all the force 
of his initiative, personality and ability, 
and that of his deputies and pond officers 
in his region, toward making at least 
one conversion in his region during that 
year. 

Grand Nest Publicity 


“Present pond publication editors 
would appreciate during the year, news 
of grand nest activities. It is recom- 
mended that the grand wielder each year 
furnish pond editors brief reports in 
November, February and May of grand 
nest visitations, developments, decisions, 
such as those of the executive committee, 
and particularly solicit suggestions for 
improvement of the order before grand 
nest mid-winter executive committee 
meetings. This will keep alive the inter- 
est generated by the reports of the 
pond’s delegates to the grand nest con- 
vention. Ponds should cooperate by plac- 
ing the grand wielder on their mailing 
list. 

“Ponds desiring the visit of a grand 
nest officer or a deputy should direct 
their request to the most loyal gré ind 
gander, only, expressing in that letter 
their preference. (To invite all grand 
nest officers causes much grand nest 
correspondence and delay before a deci- 
sion can be reached.’ It is important the 
request be sufficiently in advance for 
the M.L.G.G. either to fit the visit into 
his itinerary or to arrange for some 
other grand nest officer or deputy, ac- 
ceptable to the pond, to make the visi- 
tation. 

Pond Life Insurance Plans 


Mr. Buchenberger, who has long been 
one of the most active members of the 
New York City Pond reported to the 
convention as chairman of the pond life 
insurance committee. He collaborated 
with Mr. Young. Telling of early ven- 
tures into life insurance programs and 
present programs the report stated: 

“To recall grand nest history, a life 
insurance program was undertaken by 
the grand nest in 1928. Group life plans, 
then and today under existing laws, re- 
quire 75% participation of the member- 
ship. The rate then charged was based 
actuarially on an average of insured 
lives and thus the younger men were 
called upon to pay a higher rate to pro- 
vide insurance for older and perhaps 
otherwise uninsurable ganders. 

“The proportion of 75% for the entire 
membership country wide, could not be 
maintained. At the gr rand nest meeting 
in 1933, the delegates resolved ‘that this 
grand nest does not foster the develop- 
ment of life insurance for our mem- 
bership, and if and when the present 
contract is further restricted or cancelled, 
the grand nest officers be not em- 
powered to negotiate, apply or accept 
any life insurance plan or contract of 
any nature for the membership of this 
Order. The contract was subsequently 
cancelled as of December 1, 1935, and 
thereafter all reference to the life insur- 
ance program was deleted from the 
constitution and by-laws. 

“The New York City 
date of the cancellation, 
insurance 


Pond as of the 
inaugurated its 


own group life program. It 
was successful and continues today. 


The smaller group and a deep and con- 


Mutual Carriers Plan 
Annual Convention 


AT ST. LOUIS OCTOBER 


9-12 


Five Conference Sections on Farm Fire, 
Windstorm, Hail and City Fire and 
Casualty to Hold Meetings 


Plans for the 59th annual convention 
of the National Association of Mutual 
Insurance Companies at the Hotel Jef- 
ferson in St. Louis, October 9 through 
12, have been made public by Associa- 
tion President John C. Stapel of Colum- 
bia, Mo. Mr. Stapel said that the Na- 
tional Mutual Insurance Association will 
celebrate its 60th anniversary year at the 
convention. 


Theme for the four-day meeting will 


be the “man in mutual management” 
with special attention being given to 
management trends and_ investment 
problems. 

General Convention Chairman Gerald 
Joeckel, secretary of the Farmers Mu- 
tual of Lawrence County in Freistatt, 


Mo., and president of the Missouri As- 
sociation of Farm Mutual Insurance 
Companies, Says program details for the 
meeting have been completed. Mr. Joec- 
kel said that headline speakers for the 
three general sessions will be named at 
a later date. Except for entertainment 
events, all convention sessions will be at 
the Hotel Jefferson. 


Expect 1,200 to Attend 


Advance registrations indicate that 





stant interest by pond members are 
mainly responsible. An interested out- 
side gander would have to be voted a 
dual member of the New York City 


Pond and reside in a state to which the, 


insuring company was admitted. Details 
as to rates, coverages and eligibility can 
be obtained by addressing the chairman 
of the insurance committee, Max W. 
“ay sonal 38 Lake Street, Nutley 10, 
“As of the same date of cancellation, 
the Ontario Pond arranged to continue 
their life insurance program with Mon- 
treal Life Insurance Co. The program 
continues successfully today. 
New Jersey Program 


“In 1954 the newly chartered Garden 
State Pond organized a life insurance 
plan, and as of this date, has $50,000 
insurance in force. It differs from the 
New York Pond plan in that it is a 
direct insured—insuring company rela- 
tionship, each insured holding a direct 
contract, not a certificate under a group 
contract. Details can be secured by writ- 
ing George P. Albiez, 60 Park Place, 
Newark, N. J. 

“Pond life insurance is not a grand 
nest function, and the grand nest would 
violate the 1933 Toronto resolution if 
it sanctioned life i insurance programs for 
ponds. But there is nothing in our con- 
stitution or by-laws that would prevent 
a pond from setting up a life insurance 
program for its own pond members, and 
no sanction of the grand nest is neces- 
sary.” 
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some 1,200 persons will attend the con- 
veniion, which will include the 39th 
meeting of the Federation of Mutual 
Fire Insurance Companies and the meet- 
ing of the mutual insurance Advertising- 
Sales Conference. 

Five conference sections 
the farm fire, windstorm, 
fire and casualty member companies of 
the National Association of Mutual In- 
surance Comp inies will conduct individ- 
ual meetings and discussions on Monday 
and Tuesday afternoons. 

Secretaries of the 38 state 
of mutual insurance companies will have 
their annual luncheon meeting on Mon- 
day and the Century Club—an organiza- 
tion of mutual insurance companies 
which have been in business for 100 years 
or more—will meet for its annual break- 
fast meeting on Tuesday. 

Other mutual insurance organizations 
planning to meet t during the all-mutual- 
industry convention are the Transporta- 
tion Insurance Rating Bureau, Mutual 
Loss Research Bureau, and the National 
Federation of Grange Mutual Insurance 
Companies. 

Nearly 1,300 Companies Are Members 

The National Association of Mutual 
Insurance Companies includes more than 
half of all mutual insurance companies 
on its membership roster. An all-time 
high of 1,275 companies are currently 
members, making the association the 
largest mutual insurance company or- 
ganization in the U. S 

Members include mutual insurance 
companies of varying sizes and methods 
of operation. About 25% of them are 
advance premium automobile, casualty, 
and generi il writing fire mutuals and 
75% are farm, county, and township mu- 
tuals operating in areas of one state or 
less. 

The association’s first convention less 
than a year after its founding was on 
February 12-13, 1896, at what was then 
the Great Northern Hotel in Chicago. 
Appearing on the first program was 
H. F. Stapel, secretary of the Missouri 
Township Mutual Fire, Lightning and 
Windstorm Insurance Co., Rockport, and 
Mrs. H. F. Stapel who sang several 
musical selections, parents of this year’s 
president of the National Association of 
Mutual Insurance Companies, John C. 
Stapel. 


representing 
hail, and city 


aSSociaiLtOns 





Alexander, Dreux & Co. 
Office in Westchester 


Alexander, Dreux & Co., one of the 
leading independent adjusting firms with 
headquarters in New York City, has 
opened a Westchester field office in the 


Parkway Building, Scarsdale, This 
office will handle fire, automobile and 
inland marine claims ‘for Westchester, 


Rockland and Putnam Counties in New 
York and Fairfield County in Conneeti- 
cut, 


Worcester Mutual Names 


General Agents in Minn. 

The Worcester Mutual Fire of Worces- 
ter, Mass., appointed Sig Bjornson & 
Associates. of Moorhead, Minn., as gen- 
eral agents supervising company inter 
ests in northern Minnesota and North 
Dakota. Sig Bjornson & Associates was 


organized in Grand Forks, N. D., in 
1934. 
The Worcester Mutual’s entry into 


Minnesota and North Dakota extends its 
operations into a total of 21 states and 
the District of Columbia. Incorporated 
in 1823, the Worcester Mutual Fire is 
the oldest insurance company in Massa- 
chusetts, and has conducted its opera- 
tions through local agents during all « 
its 132 years. 


LOWE SPECIAL IN OHIO 
The Ohio Farmers Companies have 
named William Lowe as special agent in 


northwest Ohio. He will operate from 
the district office in Toledo under the 
supervision of LaVon Rex. Mr. Lowe is 


a graduate of Marietta College. 











Page 22 









August 19, 1955 





Curtis Hartford Mer. 
For Travelers Fire 


WILLIAM T. HICKEY RETIRES 





Wm. S. Spring, Assistant Manager at 
New York Office, Succeeds Curtis 


as Manager at Buffalo 





William T. Hickey, manager of the 
Hartford office territory, fire and ma- 
rine, for the Travelers Fire and Charter 
Oak Fire, is retiring after more than 30 
years’ service with the Travelers compa- 
nies. His entire insurance career covers 
47 years. Robert Curtis, who has been 





HICKEY 


WILLIAM T. 


manager at Buffalo, N. Y., has been ap- 
pointed to succeed Mr. Hickey at Hart- 
iord, where home offices of the compa- 
nies are located. 

William S. Spring, who has been as- 
sistant manager at the John Street, New 
York City office, has been promoted and 
appointed manager at Buffalo, succeed- 
ing Mr. Curtis. Mr. Spring will be in 
charge of the territories of both the 
Buffalo and Rochester offices. 


Wm. T. Hickey Career 


Mr. Hickey joined the Travelers in 
1925 when he was appointed manager 
of the Hartford office. In his post as 
manager of the branch office territory, 
he has been in charge of fire and ma- 
rine lines for Connecticut, Rhode Island, 
and western Massachusetts. 

He is a native of Oxford, Mass. and 
was associated with the Hartford Fire 
for 14 years prior to his affiliation with 
Travelers 

Mr. Hickey was educated in the Hart- 
ford schools. He is a member of the 
Hartford Club, the Connecticut Field 
Club, the New England Fire Insurance 
Association, and the Insurance Commit 
tee of the Hartford Credit Men’s Asso- 
ciation. He has been a representative for 


ROBERT CURTIS 


the Insurance Committee and Advisory 
Council of the National Association of 
Credit Men at its annual meetings. 
Mr. Curtis became associated with the 
Travelers in 1928 in the branch office 
administration department at the John 
Street, New York ‘City, office. He was 
appointed a field supervisor in 1939. He 
served in that capacity until 1942, when 
he was granted a leave of absence from 
the company to enter military service 





WILLIAM 


with the. U. S. Navy. In December, 1945, 
he returned to the John Street office as 
field supervisor and was promoted to as- 
sistant manager there in 1948. He was 
named manager of the Buffalo office in 
1952. He is a native of Englewood, N. J. 

Mr. Spring joined the Travelers in 
1936 in the fire and marine department 
at Albany, N. Y., In 1940 he was trans- 


S. SPRING 








$50 Windstorm Deductible Now 


Compulsory in Penn. and Delawar. 


Effective August 16, the Middle De- 
partment Association of Fire Under- 
writers at Philadelphia promulgated re- 
vised rates and rules affecting extended 
coverage insurance in Pennsylvania and 
Delaware, the most important change 
being introduction of a compulsory $50 
deductible clause on all windstorm risks 
under ECE No. 4. 

Former rates of .06 with $50 windstorm 
deductible clause and .10 without the 
clause, applicable to dwellings, mercan- 
tiles and non-manufacturing (Class “A” 
risks) and manufacturing (Class “B” 
risks) other than fire-resistive construc- 
tion, are withdrawn and these classes 
are now subject to a rate of .10 with the 
$50 windstorm deductible clause. While 
rates on a few special classes remain 
unchanged, no provision is made for full 
coverage rates on any class subject to 
Extended Coverage Endorsement No. 4, 
according to Executive Manager Carlyle 

Hill. 


Deductible Formerly Optional 


In March, 1952, companies introduced 
a $50 windstorm deductible clause in 
the Middle Department territory, use of 
which was optional with the property 
owner at a lower rate. It is now appar- 
ent that this method has failed in bring- 
ing about any general acceptance of the 
deductible, and over 95% of the insur- 
ance written since its introduction has 
been without the clause. Fxnerience 
cf the companies in the past five years 
has clearly indicated that either the full 
coverage rate must be materially ad- 
vanced or, as an alternative, a deduc- 
tible clause required on all policies, and 
the latter has appealed to underwriters 
as providing a method that will be more 
revdily understood and accepted. 

Records of the companies on extended 
coverage experience in that territory for 
the past five vears show a total of losses 
and loss adjustment exnense of $84,- 
093.341 as against earned premiums of 
$69.901,630, or a loss ratio of 120%. 

As contrasted with the expectancy of 
a reasonable underwriting profit, the 
companies have suffered an onerating 
loss on extended coverage in Pennsyl- 





ferred to the home office in Hartford 
and the following year was named an 
acting field supervisor. In 1942 he en- 
tered military service and served more 
than three years with the U. S. Army 
during World War II. Upon his return 
from service in 1946 he was reappointed 
a field supervisor and assigned to the 
Cleveland, Ohio, office. Mr. Spring was 
transferred to the John Street office in 
the latter part of 1946 in the same 
capacity and was promoted to assistant 
manager there in 1952. 

He was graduated from Dartmouth 
College where he received his A.B. de- 
gree. He was born in Minneapolis, Minn. 
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vania alone of over $35,000,000 for the 
past ten-year period, and while the 
revised plan is intended to provide , 
stabilizing effect, there have been no 
allowances made in the revision for fe. 
capturing any part of this deficit, 


Little Change in Premium Income 


Rates for all but a few excepted classes 
have been on the basis of .06 per $i 
of insurance where policies have been 
subject to a $50 windstorm deductible 
clause, or .10 if written without the 
clause. Revised tariffs, effective Augus 
16, provide a single rate of .10 but with 
the $50 windstorm deductible clause re. 
quired in all cases. Since over 959 
of policies now in effect have been writ. 
ten at the full coverage rate of .10 there 
will be no actual dollar increase in pre. 
mium for the majority of insureds, the 
difference being in the requirement that 
the first $50 of loss be borne by the 
policyholder. 

As the experience in Middle Depart. 
ment territory has not been as severe 
as in some of the other states in the 
Eastern area rates now being promul- 
gated with the deductible clause are 
lower than those existing, or being pro- 
posed, in contiguous territories. 

A mandatory deductible clause has 
been in effect in Connecticut, Rhode 
Island and Massachusetts for over five 
years and has also been introduced into 
New Hampshire and Vermont. Recently 
its use has been recommended by advis- 
ory organizations for nationwide adop- 
tion and the subject is currently receiy- 
ing consideration in at least two other 
Eastern states, according to the Middle 
Department. In New York State both 
the full cover and the $50 deductible 
are available on an optional basis. 

In general, companies, agents and ad- 
justers are of the opinion that the de- 
ductible clause furnishes the most logi- 
cal method of control of loss costs, 





J. VERNON WILLIAMS DIES 
Former Philadelphia Manager of Phoe- 
nix of London Group Retired 10 
Years Ago; Was 77 Years Old 
J. Vernon Williams, who retired as 
Philadelphia manager of the Phoenix of 
London Group ten years ago, died re- 
cently in the Easton Memorial Hospital, 
Easton, Md. He was 77 and had lived 

at Hurlock, Md. 

3orn in Williamsburg, Md., Mr. Wil- 
liams began his business career in 19) 
in the claims department of the Phila- 
deplhia Transit Co., advancing to chiei 
adjuster. In 1920 he went with the 
London Guarantee and Accident as 
claims manager at Philadelphia and was 
arnointed branch manager in January, 
1923. In 1936 the Phoenix Indemnity 
was also placed under his management, 
and in 1942 he was appointed Philadel- 
phia manager of all the companies of the 
Phoenix of London Group. He retired 
as of December 31, 1945. ° 

Mr. Williams was a former president 
of the Casualty and Surety Managers 
Association of Philadelphia and a for- 
mer member of the Insurance Society 0! 
Philadelphia. Surviving are his wile, 
Katherine; two daughters, Mrs. Thomas 
R. Bowden of High Meadows, Pa.. and 
Mrs. W. T. Booth of Wildwood Crest, 
N. J., and two brothers. 


T. K. DAVIS TRANSFERRED 

The Fireman’s Fund Insurance Group 
states that Theron K. Davis has beer 
transferred from Pacific department 
headquarters in San Francisco to the 
Reno, Nev., service office. He will take 
on underwriting duties to provide & 
panded underwriting facilities for Pr 
ducers in the Reno area. : q 

Mr. Davis has been with Firemans 
Fund since 1940. For nine years he 
has been an auto-casualty underwriter 
in San Francisco. 
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woULD ABOLISH OKLA. BOARD 


Commissioner Holds There Is No Need 
for Board Which Brings Confusion 
and Duplication of Effort 
Insurance Commissioner Joe Hunt of 
Oklahoma has asked the state legislature 
., abolish the State Insurance Board 
which he claims was created 40 years 
“to spite the then Insurance Com- 
missioner.” Mr. Hunt says division of 
juties in superintending insurance in 
Oklahoma between his office and the 
insurance board has caused confusion 


and duplication in effort. His recom- 
mendation was contained in a letter to 
Cov. Gary, With copies sent to legisla- 
tive leaders. It calls for study of his 
proposal along with revision of state 
insurance laws. 

Comm. Hunt pointed out although the 
Insurance Commissioner is president of 
the insurance board, his salary is lower 
than that of the board secretary and one 
of the board’s employes. 

Oklahoma’s Commissioner is elected, 
but the two other members of the 
insurance board are appointed by the 
governor. One is the fire marshal and 
the other is the board secretary. 

“The turnover of the other two mem- 
hers of the board prevents formulating 
a long-range program beneficial to the 
insuring public,” Hunt wrote. 

“The other two members of the board 
fo not have to meet the qualifications 
that the Insurance Commissioner does, 
and the fire marshal does not have 
the time, due to his own official duties, 
to devote to insurance matters.” 

Hunt said his comment was “in no way 
a reflection upon your appointees, as I 
have the highest regard for them.” Ralph 
Duroy is the present fire marshal, and 
Louis V. Woodruff is insurance board 


ago 


secretary. 





Chamber of Commerce to 
Back Eisenhower Request 


In response to President Eisenhower's 
request, Boyd Campbell, president of the 
Chamber of Commerce of the United 
States, has pledged the Chamber’s sup- 
port for the 1955 Fire Prevention Week 
ctivities. 

Mr. Campbell called on chambers of 
commerce in 2,600 cities to take the lead 
in alerting citizens to the causes and 
means of preventing destruction by fire. 
The National Chamber has cooperated in 
these programs for the past 33 years. 

“Most fires,” Mr. Campbell pointed 
ut, “start from simple causes that could 
y be prevented. When we think of 
the terrible tragedy fire so often 
tings into human lives, it is hard to 
imagine any effort too great to halt this 
senseless destruction. I hope every 
chamber of commerce in the nation will 
0k upon fire prevention as a humane 
vic duty. 
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Worcester Co. Advances 
Cornelius and Hartigan 
dt 


B. Cornelius and Richard G. Har- 
t the Worcester Mutual Fire have 
promoted to agency supervisors. 
Cornelius will now have the field 
‘upervist mn of all New England. Mr. 
r gan will supervise company-agency 
ns in the states of Ohio and Vir- 








tive of Pennsylvania, Mr. Corne- 
led Penn State. He was spe- 
for the State Auto Insurance 
n of Pennsylvania from 1938 
ind special agent for the Cen- 
lutual of Ohio for five and a half 
eiore joining the field department 
Worcester Mutual in 1948. 
iartigan, a graduate of Holy 
_ began his career in insurance with 
Kemper Insurance Group. During 
with the Kemper Group he 
the underwriting, claims and 
rtments, and later as a field 
tore going to the Worcester as 
gent in 1951, he was service 
ae ager for the Boston office of 
‘© General Insurance Co. of America. 








7 
—. ~~ 2 

















(=Xololo WO) 6h — 3h ak —)— 
Olgas are @ 


own AGENT! 





MET 
gee YOUR HO 

TY proPERTY INSURANCE. 
FOR qual! 


it's good business 
a the best insurance, too! 















A good businessman 


gets his money $ worth. 





It's significant that 
businessmen by the thous 
both large and small, are 

n The Home Insurance 


and, 






f the 





; tection o 
r quality pro ; 
For == y own, see your ow” 


nsured t things yo me 
; It pays to buy the nt or broker of The Ho 
Company. !t P age ny. He, too, 
ty insurance— Insurance COMP? i man. 
psig business -. an independent business 
. ‘our bus! is a tion— 
whether it's on Y His product is pant 
property, your caf and he knows his DUST 


or your home. 


THE Hi 


The readers 

of the magazines 
listed below 

who reside in 


Mi: 






prospe | sa é Ont poy 
re it ORGANIZED 1853 cSusureane Cons Y 
p : New York 8..N 
ew ¥ -9 Maiden Lane. : 
rospects for Home Office scone er 
R FIRE °* AUT Company. an afi 
usiness. The Hone bedent a oe en ole 
Casuaity nsurance, 





Many of them 

are businessmen 
themselves 

and can more 
readily appreciate 
the many obvious 
advantages of 

being insured 

by The Home 
Insurance Company. 
Your biggest 

sales argument 
—quality protection— 
will weigh heavily 
and positively with 
any businessman. 
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Providence Washington 
Group Shows Profit 


POLICYHOLDERS’ SURPLUS UP 
Company Reduces Fire and Extended 
Coverage Liability in Rhode Island 
President Carr States 


The Providence Washington Insurance 
Co. and the Providence Washington 
Indemnity, as the Providence Washing: 
ton Group, report a net operating profit 
after Federal income taxes, of $797,573 
for the first six months of 1955, accord- 
ing to President Roy E. Carr. 

The statutory underwriting profit was 
$281,246 with a total earned premium and 
written expense ratio of 96.7%, giving 
an indicated profit of 3.3%. The earned 
loss ratio was 53.1%, up 1.7% over the 
corresponding period of 1954, and the 
written expense ratio was 43.0%, down 
2.4%. The six months’ operations bene- 
fited approximately $257,000 by a saving 
in the amounts paid on the hurricane 
losses of 1954 compared with the amounts 
estimated for these losses. The net pre- 
miums written were $13,460,312, a decline 
of 7%. 

Mr. Carr reported that it had been 
recognized that the Providence Wash- 
ington Insurance Co. had too great a 
concentration of liability in its home 
state of Rhode Island. Therefore, as of 
July 1 of this year, the company’s net 
fire and extended coverage liability in 
Rhode Island was reduced 45%, thus 
lessening the company’s exposure to 
catastrophic windstorms. 

On a convention value basis, the policy 
holders’ surplus as of June 30, 1955 was 
$13,728,401, an increase of $992,716 over 
the policyholders’ surplus as of Decem- 
ber 31, 1954. 


Cooke Returns to London 

Ben D. Cooke, managing director of 
Agency Managers, Ltd., New York 
City, and chairman of B. D. Cooke & 
Partners, Ltd., of London, underwriters 
for seven fire and casualty companies, 
last week made his 7Ist trans-Atlantic 
flight since 1948 when he returned to 
London from one of his frequent trips 
to New York. Agency Managers, Ltd., 
acts as casualty reinsurance managers 
for the Northern Assurance, American 
Home Assurance and Citizens Casualty. 
Mr. Cooke, a leading international in 
surance executive, has addressed numer 
ous gatherings in the United States on 
British insurance operations and on re 
insurance underwriting problems. 


New Field Appointments 


By Travelers Companies 
Several recent field appointments are 
announced by The Travelers. Eugene 
N. Kelly, who has been assistant man 
ager, fire and marine lines, at Detroit, 
Mich., has been transferred to Hartford, 
Conn., in the same capacity. Nesbitt W 
Hagood, Jr. has been appointed super 
intendent, fidelity and surety, at New 
Orleans, La. 

Four field) supervisors have been 
named. They are L. Richard Hudson, 
fire and marine, at Kansas City, Mo.; 
Alfred P. Josephsen, fire and marine, 
Newark, N. J.; Bartholomew Richards, 
fire and marine, John Street, New York 
City office, and Edward F. Berg, casual 
ty, fidelity, and surety, Kansas City. 


Wulsin on Committee of 
Associated Reciprocals 


Lucien Wulsin, president of the Bald- 
win Piano Company, Cincinnati, Ohio, 
has been elected a member of the ad- 
visory committee of the Associated Re- 
ciprocal Exchange it is announced by 
Schuyler Merritt, I], chairman and presi 
dent of Reciprocal Managers, Ince., the 
attorney and manager of the exchanges. 
The Baldwin Piano Co. has participated 
in the fire coverage of this group since 


1897 
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Story Vice President 
B. P. Carter Company 


GENERAL AGENCY AT RICHMOND 
Story, for Year With Prudential, Skan- 
dia, Hudson Group, Recipient of Many 
Honors for Outstanding Work 
Gerry H. Story, Jr. has joined B. P. 
Carter Co., Inc., insurance managers of 
Richmond, Va.. as a vice president it is 
announced by Bernard P. Carter, presi- 
dent. For the past year Mr. Story has 
been connected with The Prudential, 
Skandia, Hudson Group of reinsurance 
companies in New York City as an ex- 
ecutive assistant. He began his insurance 





GERRY H. 


STORY, JR. 


career in 1944 as a fire examiner at the 
home office of the Aetna Insurance 
Group in Hartford. In 1950 he joined 
the Roger Clarke Agency of Fredericks- 
burg, Va., becoming a full partner in 


Mr. Story has been active in civic 
activities, being a past president of the 
Fredericksburg Junior Chamber of Com- 
merce, a vice chairman of the area de- 
velopment committee of the Fredericks- 
burg Chamber of Commerce, and chair- 
man of the 1954 fund drive of the 
l’redericksburg Community Fund. While 
with the Roger Clarke Agency Mr. Story 
served two terms as chairman of the 
fire and allied lines committee of the 
Virginia Association of Insurance 
\gents. He is a past president of the 
l‘redericksburg Association of Insurance 
\gents and served on the property in- 
surance committee of the Southern 
\gents Conference. 

Honored in Virginia and New York 

Mr. Story was the recipient of the 
1954 award of the Stock Fire Insurance 
Field Club of Virginia in recognition 
of “outstanding contributions to the ad- 
vancement of the insurance industry.” 


\lso in 1954 Mr. Story was one of five 
to receive an award from the Young 
Men’s Board of Trade of New York 


City as a leading young insurance man 


of New York City. 
Story 


Mr. attended Syracuse Uni- 


Brooklyn Brokers to 
Hear Eckhouse Sept. 8 


Robert D. Eckhouse, president of Rob- 
ert D. Eckhouse & Associates, public 
relations and advertising consultants at 
New York, will speak on “The Broker 
and Public Relations” on September 8 
before the Brooklyn Insurance Brokers 
Association at the organization’s first 
fall meeting at the Hotel St. George in 
3rooklyn. 

Mr. Eckhouse is well known in insur- 
ance circles, having been associated pre- 
viously with the National Association of 
Insurance Agents and the Association of 
Casualty and Surety Companies in pub- 
lic relations capacities. 





Virginia Agents’ Assn. 
Institute August 29-31 
The Virginia Association of Insurance 
Agents together with the school of busi- 
ness administration of the University of 
Richmond will sponsor the eighth an- 
nual Stock Insurance Institute at the 
school in Richmond, Va., August 29-31. 
The institute will be divided into three 
sections—introductory, standard and ad- 
vanced. The introductory section will 
be devoted to persons who will seek to 
qualify on August 31 as fire, casualty or 
surety agents through examinations to 
be given by the Virginia Insurance 


Bureau. 
Salesmanship and Virginia insurance 
laws will be covered in the standard 


course, while the advanced section will 
be devoted to agency management. 





New Agents Group in Mo. 

A. Verne Baker, operator of his own 
insurance agency at Mason, Mo., was 
recently elected president of the organ- 
ization meeting of the Northeast Mis- 
souri Association of Insurance Agents, 
which includes insurance agents from 
various parts of 12 counties in the north- 
eastern portion of the state. 

Other officers elected at the meeting 
in Macon included: vice president, Jack 
Hartman, Canton; secretary-treasurer, 
W. B. Pickett, Shelbyville, and members 
of the board of directors, and the coun- 
ties they represent are: H. E. Potter, 
Schuyler; C. E. Watkins, Scotland; Les 
Orwiller, Adair; Ruth Ann _ Stover, 
Knox; Clyde Richards, Lewis; F. B. Mc- 
Neely, Macon; Dave Hawkins, Shelby; 


George Clayton, Marion; Brigham 
Young, Ralls; P. K, Weis, Randolph; 
Marion’ Borton, Clark, and Fred 


Schwartz, Monroe. 

The Northeast Missouri Association of 
Insurance Agents is affiliated with the 
Missouri Association and the National 
Association. 





versity and the Hartford College of In- 
surance of the University of Connecticut. 
He also completed the Aetna’s agents’ 
training course. During World War II 
he served for two years as an Air Force 
pilot flying B-25’s. 

B. P. Carter Co., Inc. is a prominent 
managing general agency serving the 
states of Virginia and North Carolina 
with offices in Richmond. Mr. Carter, 
president and founder, is widely known 
in insurance circles. 





Jaffe Agency Launches 
Excess Lines Dept. 


DIRECT LONDON CONNECTIONS 


Broad Facilities for Placing Difficult 
Risks When Coverage Cannot Be Se- 
cured Through Admitted Sources 








Jaffe Agency, Inc., in New York has 
launched its new excess lines department, 
according to Alfred I. Jaffe, vice presi- 
dent. The new department is a direct 
correspondent with a leading firm of 
Lloyd’s brokers and has direct connec- 
tions with U. S. binding representatives 
of underwriters at London. 

The department has broad facilities for 
placing virtually all types of substand- 
ard and difficult risks in the classification 
of general liability, products liability, 
burglary, holdup, fire, long haul collision, 
etc. In addition, capacity substandard 
fire and water damage business, usu- 
ally at penalty rates, can be handled with 
a New York State licensed “A” rated 
company. While this is technically not 
excess line business, operations are simi- 
lar. 

Mr. Jaffe said the new department can 
be of assistance to brokers by providing 
them with strong markets in a field 
requiring particular care in this respect. 
He cautioned that, as the law provides, 
excess markets should be used only when 
coverage cannot be secured through ad- 
mitted sources. 





DUNCAN LITTLE CHANGE 





Veteran New York Insurance Broker to 
be Associated with Lukens, Savage 
and Washburn at New York Office 





Duncan Mac D. Little, well known New 
York insurance broker, on September 1 
will become associated with the firm 
of Lukens, Savage and Washburn, at 25 
Broadway, New York City. Mr. Little’s 
insurance experience goes back to 1911 
when, shortly after two years at Lehigh 
University, he started as a map clerk 
in the old German American. 

In 1920, after serving in World War 
I, Mr. Little joined his father, the late 
Frederick S. Little, in the firm of Goffe 
& Little. In 1923 he and his father 
joined R. C. Rathbone & Son, Inc., 
where Duncan Little remained until 1937, 
when he opened offices under his own 
name. Mr. Little has concluded arrange- 
ments with Lukens, Savage and Wash- 
burn to carry on his business for him, 
thus relieving himself of details and giv- 
ing opportunity for more constructive 
activities. 

The firm of Lukens, Savage and Co. 
was organized in 1923 by Lewis N. Lu- 
kens, Jr. and Ernest C. Savage. Two 
years later Lewis W. Washburn joined 
the firm and the name was changed to 
Lukens, Savage and Washburn. 

In 1944 the firm acquired Henry W. 
Brown & Co. of Philadelphia, and since 
1945 has maintained offices at the Pub- 
lic Ledger Building on Independence 
square. 

The New York office of the firm is at 
25 Broadway where the resident partners 
are Walter J. Hill, currently president 
of the Insurance Brokers Association of 
the State of New York, Inc.; H. P. Bald- 
win Terry, formerly an officer of Wyllvs 
Terry and James T. Terry, Inc., and N. 
Elliott Rogers, a former director of 
Freeborn and Co., Inc. Mr. Little will 
be associated with them at that address. 





BABACO AT N. J. MEETING 
One feature of the annual convention 
of the New Jersey Association of In- 
surance Agents, which will be held Sep- 
tember 15-16 at Haddon Hall Hotel in 
Atlantic City, will be the awarding of a 
Babaco model truck trailer. 





TO VISIT MAYO CLINIC 

_Members of the Minnesota Association 
of Insurance Agents who attend the 58th 
annual meeting at Rochester, Minn., 
September 14, 15 and 16 will be taken 
on a tour of the Mayo Clinic and will 
hear an address by Dr, C, W. Mayo at 
the annual banquet, 












'N. Y. STATE EXAMS 
NEW YORK ¢ JAMAICA 


132 Nassau St. 148-15 Archer Ave, 


INSURANCE COURSE 


Three Nights a Week Class 
Storts Wednesday, Sept. 7, for 
Brokers’ Examination on 15, 1955 
Two Nights a Week Class 
Starts Tuesday, Sept. 13, for 
Brokers’ Examination on Mar. 15, 1956 








i 
Starts Wednesday, Sept. 7, for 
State Examination on Nov. 16, 1955 


NOTARY Pustic COURSE| 


Starts Monday, Aug. 29 
for Examination on Sept. 20, 1955 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 
Write, phone or call for Booklet 
INSTITUTE OF 
INSURANCE 

132 Nassau Street 


New York 38, N. Y, 
Near City Hall 


COrtlandt 7-7318 
HERBERT J. POHS, Founder-Director 
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Rochester Agents to 


Honor “Bert” Amsden 


Gilbert T: Amsden, long one of the 
most prominent and popular local agents 
at Rochester, N. Y., and former presi- 
dent of the New York State Association 
of Insurance Agents, will be honored at 
a dinner to be given for him by the 
Underwriters Board of Rochester on 
Wednesday, September 14, at the Gene- 
see Valley Club. Mr. Amsden, affec- 
tionately known as “Bert,” is_ retiring 
from business shortly thereafter. His 
fellow members of the board and other 
friends are honoring him for his long 
and faithful service to insurance and in 
recognition of his services to the Under- 
writers Board and its predecessor, the 
Rochester Fire Underwriters Associa- 
tion. He has served both organizations 
as president and in many other capact 
ties. At present he is a director of the 
board. 


GREENSBORO AGENTS ELECT | 

Albert F. Stevens, Jr., has been electe 
president of the Greensboro, N. C534 a 
sociation of Insurance Agents. He ~ 
ceeds Phil R. Carlton, Jr. Robert *- 
Senn, Jr. is vice president, Harry R. 
Owen, secretary-treasurer, and Charles 
W. Lewis, Jr., director at large. The 
new officers will be installed at the am 
nual banquet in September. 
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Hurricane Losses 


(Continued from Page 1) 


action promptly and efficiently to ex- 
pedite loss adjustments, despite the 
handicap caused by the second hurri- 
cane, Diane. 

The National Board said Tuesday that 
it is too early to give any accurate 
estimate of the number or amount of 
insured losses resulting from Hurricane 
Connie. However, first estimates place 
much of the loss in North Carolina at 
anywhere from 15,000 to 17,000 claims, 
at a cost of $3,000,000 or more. 

The General Adjustment Bureau later 
estimated very roughly there may be 
as many as 120,000 claims over-all, most 
of them minor in amount on an indi- 
vidual basis. Except for Wilmington, 
N. C, and the nearby beach area, where 
about 13,000 claims have been reported, 
there has been no large concentration 
either of number of claims or of dollar 


loss. The GAB has opened temporary 
offices at 718 South Third Street, Wil- 
mington, where 45 adjusters are han- 
dling claims, and also has another office 
in the Civic Building, Morehead City, 
N. C, out of which 15 adjusters are 
working. 

The National Board adds that the 
capital stock fire insurance companies 
already have provided for necessary ad- 
ditional facilities required for the ad- 
justment of losses in the stricken areas 
and that its general adjuster, B. P. L. 
Carden, is making an on-the-spot check 
in North Carolina. 

In order to handle losses, the National 
Board set in operation the Catastrophe 


Loss Adjustment: Procedure in areas 
most badly damaged. In addition to 
North Carolina, these areas include 


Maryland, Pennsylvania, New Jersey and 
New York, as it is estimated that in 
each of these states losses will exceed 
$1,000,000. 

In continuing a procedure started in 
1949 for numbering disasters resulting 
in insured losses of $1,000,000 or more, 
the National Board has assigned catas- 
trophe serial number “62” to Connie. 
This practice is for statistical purposes. 


Hurricane Survey Being Made 


A survey to ascertain the behavior of 
hurricanes and to determine possible 
means of preventing or minimizing loss 
of life and damage to property resulting 
from them has been ‘announced by the 
Army in Washington. The survey is 
being conducted by the Army’s Corps 
of Engineers. 

Meeting in Washington were repre- 
sentatives of five Army divisions cover- 
ing the entire Atlantic seaboard and 
Gulf of Mexico coastline. Congress pro- 
vided $1 million for the first year’s 
study, and this money will be divided 
up between the Army, Weather Bureau 
and Department of Commerce, all of 
which will cooperate. 

Tentative plans call for concentrating 
most of the studies during the first year 
in the areas which experienced greatest 
loss of life and property damage in 1954 
hurricanes, 





Opens New Branch Office 


General Adjustment Bureau, Inc., an- 
nounces the opening of a new branch 
office at Vineland, N. J., with Ercel R. 
Powers as adjuster in charge. Address 
of the new office is 616 Landis Avenue. 
_Mr. Powers has been a member of 
GAB since 1947, when he joined the or- 
fanization at Huntington, W. Va. In 
1952 he was transferred to the Atlantic 
City branch, at which office he has been 
assigned prior to this appointment. 
othe Vineland territory will include 
Salem County and the eastern portion 
0! Gloucester County, which was formerly 
in the Camden territory and Cumber- 
land ( unty, which has been serviced 
by Atlantic City heretofore. 


Story of Royal Exchange Growth 


Included in the wealth of excellent 
literature emanating from the public re- 
lations and advertising departments of 
insurance companies is a colorful and 
interesting pamphlet entitled “The Story 
of the Royal Exchange Group.” Pre- 
pared by Wallace A. Miller, advertising 
and publicity manager, this booklet re- 
views the history of the Royal Exchange 
Assurance, the Provident Fire and Car 
& General of London. Combined assets 
of the companies in the group in the 
United States alone exceed $25,000,000, 
with surplus to policyholders of over 
$9,000,000. y 

The charter of the Royal Exchange 
Assurance was issued in June, 1720 in 
London, and the company today is one 
of the leading insurance institutions of 
the world. Telling how this famous in- 
surer came into being Mr. Miller writes 
in this pamphlet: 


Need for Marine Insurance 


“When the Royal Exchange was 
founded, Manhattan—not as yet named 
New York—had been established a hun- 
dred years. The Mississippi had just 
been explored. New Orleans was being 
built and Georgia was to be settled some 
20 years later. There were no railways 
or even stage coaches, no steamships, no 
telephones or telegraph. Mechanically 
operated machinery was then unknown. 
Roads in most countries were unde- 
veloped. The wars in Europe had ended. 
A period of peace was opening the way 
for commercial development. 

“About this time the need for marine 
insurance was urgently felt. Several 
groups of syndicates were formed to 
transact marine insurance business; one 
such eventually became known as the 
‘Mercers Hall Marine Insurance Com- 
pany.’ 

“The Mercers Hall Marine Insurance 
Company obtained possession of two 
dormant charters granted by Queen 
Elizabeth, and commenced to carry on 
business under the name of ‘The Court 
of Assistants of the Mines Royal, Min- 
eral and Battery Works,’ this being the 
combined title of the two charters. A 
single charter was later obtained speci- 
fically incorporating the undertaking. By 
authority of this charter, the Mercers 
Hall Marine Insurance Company became 
the Royal Exchange Assurance, the 
name being conferred by the deed, June 
22, 1720. 

“The following year the Royal 
change Assurance corporations, fore- 
seeing that the business of insurance, 
then but little known, had a future with 


Ex- 


& 


immerse possibilities, secured a charter 
huthofiajng it to transact insurance of 
houses and goods from fire. 

“The Royal Exchange enjoys the dis- 
tinction of having been the first com- 
pany to go definitely on record as an 
agency company. The first agent was 
appointed May 22, 1721, ... and the first 
reference to the corporation as having 
transacted business in America occurs 
as early as that year. 

“The scope of the Royal Exchange As- 
surance Corporation’s business has 
grown until it now includes practically 
i f insurance 


every variety of operation 
known. 

“During its long life the Roval Ex- 
change Group has gathered into its or- 


ganization 19 well-known insurance com- 
panies both in England and other parts 
of the world. 

“In the United States, the Royal Ex- 
change Assurance writes business in 47 
states and the District of Columbia. 

“The Royal Exchange Group main- 
tains branch offices and agencies in all 
principal countries of the world. Some 
indications of the world-wide scope of 
its business is apparent when one real- 
izes that, during the past many vears, 
the underwriting accounts of the Roval 
Exchange companies have dealt with 
over 40 different currencies 


Integrity and Security 


“While the financial magnitude of the 
Royal Exchange Group's business is 
tremendous, there is also another factor, 
the importance of which cannot be 
expressed in monetary terms. Among 
the benefits of an age-long experience 
there are understanding and goodwill. 
Such assets have acquired much value, 
not only for this old established organi- 


zation but also in the interest of its 
agents and clients to whom the Roval 
Exchange represents integrity and se- 


curity. 

“One of the principal branches of the 
Roval Exchange Assurance is in the 
United States, where it has been estab- 
lished since 1891 and where three com 
panies operate; the Royal Exchange As 
surance, Provident Fire Insurance Co 
of New Hampshire and Car & General 
Insurance Corp., Ltd. headquarters are 
at 111 John Street, New York.” 


F. G. HEARNE DIES 
Major Frederick G. Hearne, 85, who 
founded the Toronto, Ont., insurance 
firm of F. G. Hearne and Son 50 years 
ago, died in Toronto August 6. He con 
ducted the business until his death. A 
son and two daughters survive 
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between them was uncomplicated and 


direct. It 
recommendations, handbills, a few news- 


consisted of word-of-mouth 


paper advertisements, and a great deal 
of personal contact. As our technology 
developed, the channels of distribution 
grew More 
means of communication developed, until 


more complex. persuasive 


today, the consumer is not only faced 
with many choices, he is also being bom- 
barded with a torrent of diverse pres- 
sures, 

“In spite of the pressure to do this, 
or buy that, most of us are faced with 
the necessity of rejecting all but one 
of the automobiles, all but one or two of 
the breakfast cereals, and all but one 
of the coffees, the wrist watches, ciga 
rettes, and yes ... even insurance prod 
ucts. As an individual, don’t we reject 
most of the products that are manutac 
tured, and isn’t our final buying decision 
a result of better selling, price, or recog 
nition by the seller of our particular 
requirements ? 

“Shouldn’t we ourselves whether 
or not our selling and advertising is for 
our own exhaltation, or for the consum 
ers’ needs? Does a prospective buyer of 
automobile insurance really care whether 
his policy has the ‘P.S.,’ or whether loss 
file No. 26728 disclosed a happy and 
contented claimant? I’m not at all sure 
that such messages go through and moti- 
vate action. This kind of advertising 
seems to me to have been arranged be 
cause the agent or company wants to 
talk about themselves and not about the 
prospect. 

“T think we have a job on our hands 
to do an increasingly better servicing 
job. I do say, however, that if bragging 
about ‘service’ isn’t a very effective ap- 
peal, why don’t we really find out why 
people like to do business with us and 
exploit it ? 

“But how do we conduct our selling 
activities? Most of us ‘feel’ our way, 
with little knowledge of consumer be- 
havior. Have we ever tried to find out, 
for example, who makes most decisions 
to buy insurance husband, wife, or 
husband and wife together? If we could 
get an objective answer to this question, 
maybe we'd ring more door bells at 
night and spend less time trying to sell 
the ‘man of the house.’ Are there social 
and economic groups in your community 
that are especially ‘price conscious,’ yet 
have plenty of money in their pockets 
to pay ‘cash on the barrelhead’? 

“Would most families like to buy all 
of their insurance, including life and 
accident and health, from one organiza 
tion? I think the fact that most people 
today don’t buy all of their requirements 
from one source is irrelevant. If research 
developed the data that consumer prefer- 
ence was to deal with one instead of 
many, maybe we'd better start learning 
the life insurance business. 

“What are the basic psychelogical or 
sociological factors that motivate insur- 
ance purchases? Suppose, by new tech- 
niques or motivation research, we discov- 
ered the basic motivation in buying in- 


ask 


surance was the simple desire to get 
relief from anxiety. With this knowl- 
edge, wouldn’t we than direct all of 


our efforts toward satisfying that need 2” 
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Automobile Material Damage Rate 
Cuts in Missouri of $3,000,000 


under 25 
vears of age, collision premiums are re- 


Extensive revisions in rates and rules 
Missouri by the 
Underwriters As- 


have been adopted in 
National Automobile 
sociation on behalf of member and sub- 
scriber companies and approved for use 
effective August 15. The new rates and 
premiums for automobile material dam- 
ave coverages result in an estimated an- 
nual saving to Missouri policyholders of 
approximately $3,000,000. 

Comprehensive private passenger pre- 
mium revenue for the entire state is re- 
duced approximately 5%. In Kansas 
City, St. Joseph and Springfield compre- 
hensive revenue is reduced an estimated 
18%. The premium revenue for compre- 
hensive on. private passenger automo- 
biles in the balance of the state is un- 
changed. Private passenger $50 deducti- 
ble collision premium revenue is re- 
duced approximately 20%. The $100 de- 
ductible private passenger collision pre- 
mium revenue for the state as a whole 
has been reduced approximately 17%. 


Credits for Young Women 


In addition to these rate and premium 
reductions, for family private passenger 
automobile risks which involve young 
women operators under 25 years of age 


Speakers Announced for 
Marine Union Meeting 


Marine underwriters from numerous 
countries will soon be traveling to 
Monte Carlo where the International 
Union of Marine Insurance will hold its 
annual meeting September 11-16. Chair- 
man of the conference will be H. J. 
Quirino da Fonseca of Portugal. 

Reports on hull business in general 
will be given by member associations, 
while J. J. Kamp will discuss inland hull 
business prevention will be re- 
viewed by Harold Jackson while Owen 
Barker will present a report on the 
National Cargo Bureau. H. M. Boot 
will discuss extent of cover after dis- 
charge; H. F. Thorburn, trade 
and Jean Jaubert, comparison of clauses. 

Nuclear fission will be dealt with by 
\. B. Stewart from the marine insur- 
ance standpoint. Under the heading of 
legal problems, John T. Byrne and H. 
Hluttner are to review discrimination in 
marine insurance, and H, Helmensdorfer 
will deal with recoveries from carriers. 
KF. B. Zeller will talk on clean’ bill of 
ladings, while L. K. S 
international law and_ the 
limit. 


Loss 


losses ; 


Sweet is to discuss 
three-mile 


How Boston Came to 


Write First Auto Risk 


In 1902 automobile insurance | origi- 
nated in Boston, and what is claimed to 
be the first policy of its kind was issued 
at that time through the ingenuity of 
the Bost#n Insurance Co. Holder of this 
first policy was a Bostonian, Ralph 
Emery, who had bought an automobile, 
a relative novelty in those days. Being 
wise, he decided to insure the vehicle. 

Automobile insurance as such was un- 
known at that time, but the Boston com- 
pany solved the problem by adapting 
i marine policy to fit the case and thus 
the first “automobile policy” in the coun 
try was written. 


NORTH BRITISH CHANGE 
The North British has transferred 
Special Agent David F. Roby from the 


Arizona field to Southern California with 
headquarters at Los Angeles, replacing 
Jones, resigned. 


O. N. 


but with no men operators 
duced 13% where the woman operator 
under 25 years of age is neither the 
owner nor the principal operator. 

In addition to these premium reduc- 
tions, the revised rules include a 10% 
reduction in private passenger collision 
premiums for risks where the driver un- 
der 25 years of age has_ successfully 
completed a driver education course in a 
recognized school, college or university. 
Courses must meet the standards that 
have been established by the National 
Education Association and be composed 
of a minimum of 30 clock hours for 
classroom instruction plus an average 
minimum of six hours actual driving 
experience. 

Commercial local hauling fire, theft 
and comprehensive rate and premium 
revenue is reduced by approximately 8%. 
Commercial local hauling collision is 
granted an estimated reduction of 13%. 
Commercial intermediate and long dis- 
tance hauling fire, theft and compre- 
hensive rate and premium revenue is 
reduced an average of 14%, whereas 
collision premium revenue for these 
classes of commercial vehicles is de- 
creased an estimated 10%. 





New Rules in Nicaragua 
On Foreign Exchange 


Nicaragua has adopted new regulations 
on control of foreign exchange, and 
some of the changes affect foreign in- 
surance companies. According to the 
U.S. Department of Commerce, under 
the new rules official exchange may be 
authorized for the payment of insurance 
premiums provided the applicant guar- 
antees to surrender, at the official rate, 
any corresponding foreign exchange re- 
ceived in the form of indemnity. 

If premiums on the respective policies 
were made with official exchange or if 
the exchange is derived from an indem- 
nity paid on losses related to merchan- 
dise exports, foreign-exchange proceeds 
from insurance or reinsurance contracts 
must be surrendered at the official rate. 

\ll policies sold in Nicaragua in for- 
cign exchange must be registered with 
the Nicaraguan national bank by insur- 
ance agents and insurance companies, 
the new regulations require. 
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2,413 WAR RISK BINDERS 


Issued by American War Risk Agency; 
Seamen’s Insurance for Tankers 
Provided Without Premium 

The total number of binders issued 
through June 30 by the American War 
Risk Agency under the Maritime Ad- 
ministration’s war-risk marine insurance 
program reached 2,413, according to a 
Maritime Administration report in 
Washington. 

Of this number, hull binders totaled 
882, protection and indemnity, 798 and 
crew life and personal effects 733. After 
payment of agency fees and expenses 
totaling $44,279, the net amount of binder 
fees collected up to and including June 
30, 1955, was $112,320. 

War-risk seamen’s insurance was pro- 
vided January 1, 1954, at the request of 
the Secretary of Navy, for tankers oper- 
ated for account of the Military Sea 
Transportation Service. This arrange- 
ment was given another extension until 
June 30, 1956. The coverage is provided 
without premium in consideration of an 
agreement by the Secretary of the Navy 
to indemnify the Maritime Administrator 
for all losses covered by such insurance. 
At the end of June, 37 tankers were 
covered under the program and _ no 
claims had been received since the in- 
surance went into effect. 

During the second quarter of 1955 the 
one vessel covered under the program 
for war-risk insurance of American ves- 
sels under construction in U. S. ship- 
vards was launched and since launching 
has been commercially insured. 

Under the program for war-risk in- 
surance on cargoes in the event of war, 
provided commercial insurance is not 
available on reasonable terms and con- 
ditions, a total of 23 contracts had been 
executed as of June 30, 1955. 


Austin Named Inland Marine 
Manager at Los Angeles 


William C. Austin has been appointed 
superintendent of the inland marine de- 
partment of the Continental Casualty 
Co. at Los Angeles. He previously had 
been with the inland marine department 
of the Springfield F. & M. in Los An- 
geles since 1947. Before that time he 
had been the in home office at Spring- 
field, Mass., in New York City and San 
Francisco. 
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AUTO RATES CUT IN OHIO 


NAUA Revisions Will Bring Estimated 
Savings to Policyholders There of 
Approximately $5,600,000 

Revisions in rates and rules have been 
filed in Ohio by the National Automobile 
Underwriters Association on behalf of its 
member and subscriber companies and 
accepted for use effective August 15. The 
new rates and premiums for automobile 
material damage coverages result in an 
estimated annual saving to Ohio policy- 
holders of approximately $5,600,000, ~ 

Private passenger comprehensive pre- 
miums are largely unchanged but reduc- 
tions of from 9% to 14% are made in a 
few territories. Private passenger $5) 
deductible collision premium revenue js 
reduced approximately 17%, varying by 
individual rating territory from 7% to 
26%. The $100 deductible private passen- 
ger collision premium revenue for the 
states as a whole has been reduced ap- 
proximately 19%, varying from over 
10% to 26% in some territories. 

In addition to these rate and premium 
reductions, for family private passenger 
automobile risks which involve young 
women operators under 25 years of age 
but with no men operators under 25 
years of age, collision premiums are re- 
duced 13% where the woman operator 
under 25 years of age is neither the 
owner nor the principal operator. 

In addition to these premium reduc- 
tions, the revised rules include a 10% 
reduction in private passenger collision 
premiums for risks where the driver 
under 25 years of age has successfully 
completed a driver education coursé in 
a recognized school, college or university. 
Courses must meet the standards of a 
minimum of 30 clock hours of classroom 
instruction plus an average minimum of 
six hours actual driving experience. 





DRIVE-IN CLAIMS PAYMENTS 
Farm Bureau Cos. Say Such Stations 
Will Be Established Nationwide; 
One in Akron Used for Year 
The Farm Bureau Mutual Automo- 
bile Insurance ‘Co. of Columbus, Ohio, 
says that a drive-in claims payment sta- 
tion it operates in Akron, Ohio, will be 
a model for similar units nationwide. 
Opened in an indoor garage as an ex- 
periment a year ago, the drive-in has 
handled an average of 15 claims a day, 
according to Richard Chilcott, vice pres- 
ident. Payments for the year have to- 

taled more than $400,000. 

As soon as possible after a wreck a 
claimant brings his car to the station. 
A company material damage inspector 
Charles McGuire or Don Conrad, takes 
20 minutes to analyze damages and write 
him a check. Then the claimant goes to 
the garage of his choice for repairs. 

“Many cars have been on their way 
to repair, with claim fully paid, within 
an hour or two after an accident,” Mr. 
Chilcott said. The Akron station has 
these combined services: 

1. It is open 9 hours a dav, 5 days a 
week and 5 hours on Saturday 

2. There is no ceiling on the amount 
that can be paid by the station opera- 
tor. 

3. The unit is entirely indoors, hence 
can be used even in the worst weather. 

4. The claimant can have his car re- 
paired at a garage of his choice. 

“All greater Akron garages are C0- 
operatine in the service,” Mr. Chilcott 
said. “We've all agreed to abide by the 
‘flat rate manual’ in estimating repair 
costs. If the garage finds more dam- 
ages than did the inspector, the com- 
pany arranges for additional payment. 
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Liability Manual Improvements Urged 
By NAIA Meeting With Nat’l Bureau 


When the NAIA casualty committee 
recently met with the general liability 
rating committee of the National Bureau 
of Casualty Underwriters to discuss spe- 
cific recommendations for improvement 
in the manual and coverages, complete 
agreement was expressed as to the desir- 
ability of manual simplification and clari- 
fication. A. J. Criddle, Philadelphia, 
chairman of NAIA’s subcommittee on 
manual simplification, brought out that 
use of manuals was dependent in large 
measure upon the particular producer in- 
volved. A solicitor would need only a 
small simplified manual; the general 
agent would need a much more complete 
manual. It was agreed by the Bureau 
representatives that the scope of a man- 
ual depended in large part upon what 
the agent needed to know to properly 
handle a risk. 

In the discussion on this point some 
emphasis was placed upon the desirability 
of rate charts where feasible. It was 
also suggested that increased _ limits 
tables be put in the same place in the 
various manuals. The Bureau people 
indicated possible difficulty in some lines 
but if the agents wanted that change, 
it could be accomplished. Another sug- 
gestion had to do with change in the 
present size of the manual to a larger 
size such as 8% by 11 inches. This 
might be feasible, it was felt, inasmuch 
as manuals could no longer be regarded 
as the pocket variety. Also proposed 
was a single table of contents instead 
of tables for each general liability man- 
ual as at present, and the desirability 
of indicating under the OL&T classifica- 
tions for stores the corresponding store- 
keeper's and product liability classifica- 
tions and code numbers. 


Might Eliminate Some Footnotes 


_The possibility of eliminating some 
footnotes in the manual might be con- 
sidered, depending upon whether they 
were regarded as essential or necessary 
to the agent. Also discussed was the 
value of charts, with the indication that 
they were valuable primarily where the 
scope ot coverage was clearly under- 
stood. The drafting of general rate 
charts would be a more difficult problem, 
it was felt. 

The agents stated that they intended 
to distribute a 


questionnaire in some 
detail which, it was hoped, would pro- 
duce further suggestions for manual 
simplification. 


Storekeeper’s Liability Policy Coverage 


In discussing storekeeper’s liability 
policy coverage D, J. Brewer, Green- 
ville, Miss., reported that by far the 
majority opinion of the agents was that 
this policy did not offer elements of 
coverage not needed by the average 
risk. Comments received indicated a 
general approval of the concept of broad 
coverage: in this policy. The agents feel 
that it is better to have the various 
coverages included than to omit some 
and become vulnerable to the hazards 
which are not covered. 

sureau representatives reported that 
- storekeeper’s liability policy was not 
eing widely sold, and that volume was 
compa ratively small. One reason sug- 
gested for this condition was that pre- 
vious to the development of the store- 
ceeper’s Policy, the separate coverages 
available in the OL&T form, such as 
Products and medical payments, were not 


being purchased. It was suggested by 
Joseph Gelcher, San Diego, vice chair- 
man of the NAIA committee, that a 
notice by companies on each OL&T pol- 
icy for which a_ storekeeper liability 
policy could be purchased, as a reminder 
of the availability of the storekeeper’s 
package, might be of some help. 

As to whether agents notice any re- 
sistance to the single limit for Bl and 
PD found in the comprehensive personal 
and farmers comprehensive liability poli- 
cies, Mr. Criddle reported the answer to 
be overwhelmingly in the negative as to 
this question. 

CPL Coverage—Outboard Motors 


In response to the question of whether 
the CPL policy should include coverage 
on boats operated with an outboard mo- 
tor regardless of horsepower, the an- 
swers from the agents were, in the great 
majority, “yes.” The recent revision to 
include outboard motors of up to 25 HP 
has been well received by agents., How- 
ever, D. A. Bolton, Jacksonville, Fla., 
commented on the fact that if an out- 
board motor of 30 HP was being used, 
an excessive additional premium would 
have to be paid to secure coverage on 
liability for the additional horsepower. 

Bureau representatives stated that a 
cut-off point was needed somewhere, and 
25 HP was considered to be a fair line. 
Only three makes of outboard motors 
presently provided motors with greater 
than 25 HP and present coverage would 
take in most people who operate out- 
board motors. Also expressed by the 
Bureau representatives was the thought 
that some companies believed that indi- 
vidual underwriting was needed where 
motors with horsepower in excess of 25 
HP were used. Mr. Bolton stated that 
the question was not the need for the 
additional charge, but the amount. It 
was indicated by Bureau people that 
perhaps the amount of the additional 
charge could be examined. 


Increased Limits Factors 


In answer to the question whether the 
agents felt that the provision for deter- 
mining increased limit factors for com- 
binations not shown in the tables is of 
any value, Herbert L. Brooks, East Or- 
ange, N. J., vice chairman of the NAIA 
committee, reported that the answers 
were preponderantly “no.” This question 


(Continued on Page 30) 


CPCU LUNCHEON SPEAKER 


James F. Crafts to Address Society’s 

Annual Meeting in San Francisco, 

September 28-30 

James F. Crafts, president of 
man’s Fund, will be the 
at an All-industry luncheon on Septem- 
ber 30, in San corning 
formal conferment of the CPCU 
nation for 203 persons. The northern 
California Chapter will be host for the 
occasion. The luncheon will conclude 
the society’s annual meeting and semi- 
nar which will be held in that city Sep- 
tember 28-30. oo : 

The northern California chapter re- 
ports that the following people in its 
area are included in the group who have 
passed all the CPCU examinations and 
fulfilled all the other requirements in 
1955: 

Robert L. 


Fire- 
guest speaker 


marking the 


desig- 


Eaton, partner, Hughson & 


Swett Insurers, Fresno; Aaron M. Gins- 
burg, insurance broker, Alaron Insur- 
ance, Oakland; Donald W. Henning, 


Phoenix - Connecticut 
Oakland; Willard R. Kaufman, 
agent, Fireman’s Fund, San 
Thomas B. Kennedy, agent 
and broker, Kennedy-O’Neil Agency, 
San Jose; Thomas F. Kling, special 
agent, Industrial Indemnity, San Fran- 
cisco. 


Also, 


special agent, 
Group, 
special 
Francisco; 


Anton A. Lubimir, inland marine 
underwriter, Hartford Fire, San Fran- 
cisco; James FE. Mansfield, casualty 
underwriter, Liberty Mutual, San Fran- 
cisco; Frederick H. Offerman, senior 
fire underwriter, Fireman’s Fund, San 
Francisco; Claude Stanley, manager, 
special accounts department, Marsh & 
McLennan, San _ Francisco; Jerome 
Stubb, special agent, New Hampshire 
Fire, Sacramento; Roy A. Westran, in- 
surance representative, Kaiser Services, 
Oakland. 


$12,388,792 CONTRACT BOND 
Largest Ever Banstead by Eastern Dept. 
of St. Paul Mercury-Indemnity; Covers 

Chicago Housing Authority Work 

St. Paul Mercury-Indemnity through 
its eastern department in New York ts 
the primary surety company on a per- 
formance and pz ryment bond for $12,388,- 
792 covering contract in the same amount 
for a Chicago Housing Authority con- 
struction job. It is the largest contract 
bond executed to date by the New York 
office of St. Paul Mercury-Indemnity 
and it was originated by Benjamin G. 
Podlesney, general agent of the com- 
pany. 

This is a joint venture project of two 
contractors — James McHugh Construc 
tion Co., Chicago, and C. FE. Youngdahl 
& Co., Inc., Long Island City, N. Y. 
They were the successful bide lers on this 
work which, specifically, is for the gen- 
eral construction of the PHA aided pro 
ject—IIlinois 2-22, 35th and South State 
Streets, Chicago. The work will take 
about two years to complete. 

There are six co-sureties on the bond. 
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30th Anniversary Year 
For White & Camby, Inc. 


EDW. I. WHITE 42 YEARS IN INS. 


Large N. Y. Agency Ahead by Over 
$500,000 in New Business for 7 Months; 
12 Leading Companies Represented 

White & ¢ “asuby, ‘Inc, one of the lead- 
ing midtown New York agencies, recently 
observed its 30th anniversary. At the 
same time this year marks the 42nd 


continuous year of service to the insur- 





EDWARD I. WHITE 
ance industry of Edward I. White, presi- 
dent of the agency. He has been a 


le —_ figure for years in metropolitan 
New York agency circles, maintaining a 
wide following among insurance brokers. 

ba multiple line operation of White 
& Camby, Inc., embracing fire, inland, 
ocean cargo, automobile and the general 
casualty lines, has responded this year 
to the nation’s business prosperity. For 
the first seven months new premium 
volume shows over $500,000 increase in 
fire casualty and inland marine lines, and 


expectation is that 1955 will show 
a substantial gain in over-all production 
compared with 1954 volume. Mr. White 


reports that the casualty insurance mar- 


ket is also improving with the com- 
panies in a somewhat more receptive 
mood on acceptance of business. Com 


petition of the specialty companies and 
direct writers has been a factor in this 
improvement, he says. 

Modest Start in 1925 

White & Camby, Inc., made a modest 
start in 1925 in a single room office at 
25 Beaver Street, New York. Previously 
Mr. White had been a partner in the 
agency firm of Frank & White for the 
vears following his World War I service 
in the U. S. Navy. His own career 
started with the old firm of Willcox, 
Peck & Hughes, where he was a placer 
in the marine department. His first boss 
there, Robert J. Taylor, later became 
marine director of Johnson & Higgins 

For some years past White & Camby, 
Inc., has occupied second floor offices at 
50 East 42nd Street where a depart- 
mentalized staff of about 35 employes is 
maintained. The atmosphere is one of 
friendliness, reflecting the esprit de 
corps of the office. 

The steady growth of White & Cam- 
by, in the opinion of many, has resulted 
from the wide acceptance of Mr. White 
and his key men as vigorous advocates 
of the insurance brokerage fraternity. 
Following in their father’s foosteps, two 
of his sons are now making insurance 
their career. Gerard M. White, graduate 
of Iona College and New York Law 
School, is in the White & Camby inland 
marine department as assistant to Vice 
President A. P. McLaughlin. p eet F 
White, who attended Fairfield Univer- 
sity, is now an assistant to Vice Presi- 


(Continued on Page 31) 
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Novel Safe Driving Appeal 


D. C. Zimmerman, Youngstown, O. Agent, Features His 
Granddaughter, Cathy Lou, in Daily Newspaper 
Ads; Campaign Meeting With Success 


Some effective local newspaper adver- 
tising to further the cause of Safe Driv- 
ing is being done by D. C. Zimmerman, 
head of his own agency in Youngstown, 
Ohio. It has attracted more than usual 
attention because he hit upon the human 
interest idea of featuring his grand- 
daughter, Cathy Lou, in all of his ads. 


ance business in 1939. He was operating 
a service station at the time. Four years 
later he sold the service station and 
opened up an insurance agency office in 
the downtown area of Youngstown. He 
represented only one company at the 
start but now has nine fire companies 
and one casualty company. His agency 





Hello: 





TO ALL LITTLE KIDS LIKE ME 


My name is Cathy Lou. My Granddaddy just called 
and asked that | warn you to stay off the streets 
when you are out playing these nice days. Streets are 
for automobiles—not playgrounds. Please be careful. 


Don’t cause an accident. Help save a life. 


Zimmerman Insurance Agency 











She is, in fact, the mouthpiece of the 


agency in giving friendly advice to car 
drivers. At the same time, Cathy Lou 
is proving to be a first rate business- 
vetter for the agency. The tag line of 
each ad is usually: “Need Insurance ? 


Call my Grand-daddy.” Reproduction of 


one of the most popular of these ads 
appears on this page, containing Cathy 
Lou's picture as do all the messages. 


Mr. Zimmerman says that the idea for 
this type of advertising came to him one 
his desk admiring 
He had al- 


not be 


morning as he sat at 
his granddaughter’s picture. 
wavs felt that insurance could 
sold through advertising alone; however, 
the agency itself might be sold to the 
public through this medium. He figured 
that the safe driving appeal in news- 
paper ads which would carry Cathy Lou’s 
picture as an attention-getter, would help 
people to his agency. So he 
for an ad a month and 
as the first year is coming to a 
the results have satisfactory 
that he plans to twice a 
month, 


Making New Friends Daily 
Mr. Zimmerman told The Eastern 
Underwriter: “It seems most every day 
who is telling me 


to draw 
signed up now, 
close, 
been so 


run the ads 


there is someone new 


about the ads. Even when | am intro- 
duced to people nine times out of ten 
they will say: ‘Oh, you are the Mr. 
Zimmerman who runs the ads with his 
good looking granddaughter?’ This 
makes me more convinced that the ads 
are doing the job which I have set out 


to do with them, i.e, make the Zimmer- 
man Agency stand out in trying to pro- 
mote the idea of more careful driving 
by the citizens of Youngstown. 

‘lf I can get the motoring public to 
be more careful in their driving habits, 
the expense incurred for this advertising 
will be well worthwhile even without the 
fact that the ads are making our agency 
more prominent in this area 

“The satisfaction I have derived from 
the favorable comments from the public, 
my assureds, as well as from other in- 
surance agencies in Youngstown has 
more than reimbursed me for the 
of these ads.” 


Started Agency in 1939 


Zimmerman started in the insur- 


cost 


Mr. 


writes well over $100,000 in premium an- 
nually. He is the sole owner of the 
agency, which was incorporated in 1948, 
and he operates the office with two girls 
as his assistants. 

The Fidelity & Casualty is his one and 
only casualty company. Fire companies 
in the office are Monarch Fire, Niagara 
Fire, Home Insurance Co. (auto and fire 
lines), Commercial Union, Great Amer- 
ican, Transcontinental (auto and _ fire), 
Phoenix Assurance. Speaking of his one 
casualty connection Mr. Zimmerman said : 

“The Fidelity & Casualty has done 
such a fine job for me on underwriting 
and service that we are able to write 
many lines profitably which we could 
not do with other companies. Our loss 


ratio with the F. & C. has averaged 
about 25% over the past seven years.” 
As to direct writer competition Mr. 


Zimmerman said: “These companies do 


(Continued on Page 30) 


Hold California Hearingson Workmen's 
Comp. Rules and Rating Regulations 


Proposals of the California Inspection 
3ureau seeking amendment, 
and repeal of various rating 
rules and rating regulations in respect to 
workmen’s compensation insurance were 


Rating 
adoption 


taken under submission by Insurance 
Commissioner F, Britton McConnell at 
the close of hearings on the subject, 


recently held in San Francisco and Los 
Angeles. 

The changes 
Bureau covered the 
mum certain classifications, 
elimination of the temporary safety 
factor, increase in the expense loading 
while retaining the expense constant 
factor and various other factors result- 
ing from legislative changes in law. The 
proposed changes, if adopted, would re- 


sought by the Rating 
undiscounted mini- 


rates for 


sult in an over-all average increase in 
manual rates of six-tenths of one per 
cent. 


Summarized Previous Hearing 


At the hearing Commissioner  Mc- 
Connell summarized the San Fran- 
cisco hearing and speaking of the in- 
junction now delaying action of Ruling 


67 of former Commissioner John R. 
Maloney, the Insurance Department 
agreed that the legal situation thus 


created and existing does not inhibit ac- 
tion in the present proceedings. 

While other matters were brought be- 
fore the hearing and became part of the 
record, the chief item in the 14 rec- 
ommendations of the Inspection Rating 
Bureau, that which received any ap- 
preciable consideration was the one re- 
specting the elimination or retention of 
the expense constant factor. 

The Commissioner read into the rec- 
ord a lengthy telegram from William 
Leslie, manager of the National Bureau 
of Casualty Underwriters, and a letter 
from the Insurance Brokers Association, 
both opposing elimination of the ex- 
pense constant factor. 

The most cogent argument for elimi- 
nation of the factor came in a lengthy 
letter read into the record by Executive 


Vice President R. A. McGuier of the 
Pacific Employers Insurance Co. After 
reviewing the history of rate making 


procedure for workmen’s compensation 
insurance, he set forth these specific 
reasons why his company urged the 
elimination of the factor: 

“1. The inclusion of a mandatory ex- 
pense constant to be applied to pre- 








miums of less than a certain amount is 
unlawful since it incorporates in the 
classification of risks and premium rates 
a classification by size of risk rather 
than a classification by hazard. 


Variation of Expense Requirements 


_ “2. It is a recognized fact that there 
is a variation of the expense require. 
ments for each group of insurers de. 
pending upon the plan under which they 
are doing business and for each insurer 
within its respective group. A review of 
the statistical studies made on this syb- 
ject (Report to the NAIC, December 
1950—letter and exhibits from Califor. 
nia Inspection Rating Bureau to the 
Commissioner F. Britton McConnell 
July 25, 1955) proves conclusively that 
the variation in expense requirements 
because of ‘size of risk’ is not subject 
to accurate measurement. 

“Complicating elements such as acci- 
dent frequency, location of operations, 
type of employes, sincerity of manage- 
ment, and many others make such meas- 
urements impossible. It is a recognized 
fact that the adequacy of rates can be 
more easily measured by the use of a 
level expense loading than trying to re- 
fine expenses by premium size or in any 
other way. Within the area of an ade- 
quate system of rates, the election as 
to the type of business each insurer will 
elect to insure is strictly a management 
problem. 

“3. The imposition of a mandatory ex- 
pense constant on policies developing 
premiums less than a certain amount is 
inequitable and unfairly discriminatory 
since it imposes on such_ policyholders 
a disproportionate share of the total 
insurance costs because of unknown and 
unmeasurable elements. 

“Over 250,000 small California employ- 
ers are subject to this charge, which is 
considered to be an ‘unfair and dis- 
criminatory burden’ to the 60,000 mem- 
bers of the California Farm Bureau 
Federation, according to its president, 
Mr. George H. Wilson.” 

Continuing his argument, Mr. Me- 
Guier then says: “Aside from the legal 
and theoretical considerations, in our 
opinion, the statistical studies and tes- 
timony given at the hearing in San 
Francisco, have thoroughly discredited 
the validity of the expense constant for 
the following reasons: 

“(a) Statistics are outdated and have 
proven that a $10 expense constant is 
not an accurate measurement of ex- 
penses by size of risk. : 

“(b) The statistical studies used in 
1951 as a basis for the approval of the 
expense constant are not based upon 
California conditions. 

Statistics Not Current 


“(c) Statistics based upon the 1949 
conditions are not sufficiently current 
because current underwriting practices 
such as three-year policies, new_ policy 
forms, improvement in mechanical 
equipment, et cetera, make 1949 statis- 
tics obsolete. 

“(d) There are no new and up-to-date 
statistics available.” a: 

Then in conclusion, urging the elim 
nation of the expense constant, he says: 
“Should there be further consideration 
of this subject, we urge that the Com- 
missioner require the proponents to sub- 
mit accurate and up-to-date statistics 
which will prove the adequacy and ne- 
cessity of a mandatory expense con- 
stant.” ; 

Commissioner McConnell, in the dis- 
cussion of the status of the legal action 
now restraining enforcement of Ruling 
67, held that the language of the 1953 
and 1954 revisions was so ambiguous as 
to lead the appellate court into error. 

Attorney Frank Crede, for the Rat- 
ing Bureau, said that Circular 660 rela- 
tive to the matter was irrelevant and 
should not be considered. The Commis- 


(Continued on Page 31) 
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ANICO Completes Plans 
For IBM Installation 


DELIVERY WITHIN TWO YEARS 


Decision Based on Study of 
TE eanitie of Executives Under 


Leonard E. Mosele 


The latest company to announce that 
is set to apply electronic automation 
1 its operations is the American Na- 
onal Insurance Co, of Galveston, Tex. 
The company has completed the methods 
and procedures required for the installa- 
ion of such equipment. 
“On June 6 of this year, ANICO took 
the first step in the adoption of a com- 
siete electronic program when the com- 
vay signed a contract with IBM to 
build and install its newest and largest 
dectronic equipment, the IBM 705. Ac- 
ording to IBM officials, the contract 
vith American National is the first made 
yith a southern or south-western life 
insurance company for installation of 
this ultra-modern system. 


Study Under L. E. Mosele 


After months of intensive study and 
evaluation by a committee of executives 
headed by Leonard E. Mosele, company 
vice president and secretary, the deci- 
sion to employ electronic data process- 
ing equipment was made. 

The unique value of electronic data 
processing equipment is that it brings 
lightning speeds to solve insurance rec- 
rd keeping problem. This is the 
equipment sometimes spoken of as the 
“sjant brain.” 

From information recorded on reels 
j magnetic tape, the IBM 705 can ac- 
cept data fed to it and record the an- 
swers at the rate of 15,000 letters or 
numbers per second. The computer is 
able to add or subtract five-digit num- 
bers in 120 millionths of a second and 
livide a six-digit number by a five-digit 
number in less than two thousandths of 
a second. The accuracy of these opera- 
tions are assured by the continuous con- 
trol of the machine itself. 

To policyholders, this speed and ac- 
curacy will mean faster service in proc- 
essing premium and policy transactions 
id the calculation and processing of 
policy loans and surrenders. In short, 
twill cut down immeasurably the serv- 
ice time heretofore required in assem- 
bling the information and data necessary 
ior policy service. 

Faster Service 


To the agent it will mean faster han- 
ling of requests for policyholder serv- 
iee—services which give substance to the 
policy contracts they sell. 

_To the personnel responsible for serv- 
ice, the home office staff, it will mean 
the assistance of electronic automation 
in their handling of the mass of detailed 
lata processing, calculation, and audit- 
ing required in insurance record keeping. 

Mr. Mosele pointed out, however, that 
tie machine is not a substitute for peo- 
Ne—it takes the drudgery out of data 
Processing and its allied work. It will 
not affect the job security of any per- 
son in company service. Instead, it is ex- 
pect to create opportunities for more 
‘reative and interesting work. 

The IBM 705 installation is expected 
to he ready in 20-24 months. 








Double Medical Benefits 
For Safety Belt Use 


Ph American Travelers Insurance Co., 

Klahoma City, Okla., will increase medi- 
tal benefits on automobile liability poli- 
cies 100% if automobile safety belts are 
uuized, J. Paul Tedford, company 
President, has announced. 

Beginning September 1, we intend to 
attach endorsements to all of our policies 
‘ving additional benefits where the 
‘atety belts are used,” Mr. Tedford 
‘tid. “Two automobile companies, Ford 
and Chrysler are making safety belts 
Pulonal on all standard vehicles.” 


CHICAGO SAFETY MEETING 


National Safety Congress & Exposition 
to Take Place Oct. 17-21; Expect 
Attendance of 12,000 
The 43rd National Safety Congress & 
Exposition, the annual convention of the 
National Safety Council, will take place 
in Chicago, October 17-21. Safety men 
from all fields—industrial, traffic, farm, 
school and home—are slated to attend. 
Congress meetings will take place at the 
Conrad Hilton, Blackstone, Congress, La 

Salle and Morrison hotels. 

More than 12,000 persons are expected 
to hear some 600 program participants 
at 200 sessions discuss the latest methods 
of saving life and limb by preventing 
accidents. 

In the industrial field alone, 25 com- 
plete programs conducted by the indus- 
trial sections of the Council will cover 
new developments in safety in such in- 
dustries as automotive and aircraft man- 
ufacture, chemical, construction, food, 
metals, mining, petroleum, public utilities 
and wood products. 

In these sectional meetings topics will 
range from the safe handling of jet, 
rocket and guided missile fuels to heart 
fibrillation as a result of low voltage 
shock. 

In addition to these specialized meet- 
ings, the American Society of Safety En- 


Linton Named Secretary of 
Michigan Comp. Department 


Ron M. Linton has been named 
secretary of the reorganized Michigan 
Workmen’s Compensation department. 
He was formerly with the United Press 
bureau in Lansing. 

His appointment was announced by 
Thomas H. E. Quimby, department di- 
rector. Mr. Quimby also announced 
choice of Zolton A. Ferency, Detroit 
attorney, as deputy director in charge 
of the Detroit office. 

Mr. Linton will director operations 
of the Lansing office and serves in a 
liaison capacity with the state Employ- 
ment Security Commission and Voca- 
tional Rehabilitation Agency. 

Under the reorganization, the former 
compensation commissioners become an 


appeals board, with the director now 
operating routine of the department's 
office. Hearing deputies make initial 


investigations and awards. 





gineers will sponsor sessions of general 
industrial interest. Prominent safety en- 
gineers will discuss new deevlopments in 
isotopes and reactors, industrial noise 
control, accident cost accounting and the 
human element in industrial accident pre- 
vention. 


Comm. Goebel Reports 5.2% 
Comp. Rate Decrease for Ky. 


Kentucky Insurance Commissioner S. 
H. Goebel has announced an over-all 
5.2% reduction in state workmen’s com- 
pensation rates, effective immediately, 
at an estimated saving of $500,000 annu- 
He 


revised 


ally to employers. said coal mine 


rates, usually separately, 
not affected. 

Paid as compensation for injuries suf- 
fered while on the job, benefits to work- 
ers under the program are set by state 
law. Commissioner Goebel’s Department 
must approve rates charged for insur- 
ance before they are effective. The 
rates are filed for the insuring compa- 
nies by the National Council on Com- 
pensation Insurance, New York City. 

Of the approximate 500 rates lowered, 
Mr. Goebel listed average reductions 
by industries: manufacturing, 5.8% ; 
tracting, 85%; all others, 2%. There 
were 42 increases. 

The Commissioner said the 
have decreased an average of 31.8% since 
1948, despite an increase of 17.7% in 
benefits under the workmen’s 
sation act. Only once in the past seven 
years, Mr. Goebel said, had over-all rates 
increased. 
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The gentleman on the left is John B. 
Callaghan of W. D. Callaghan Inc., 


Terminal Tower Building, Cleveland, 


Ohio. He’s shaking hands with Ben 


Patch of Prudential’s Cleveland Bro- 
kerage Office. Very likely they’ve just 
closed another deal—together. 


“We handle all general lines, and spe- 
cialize in transportation coverages” 
says Mr. Callaghan. “My clients often 
ask if I sell life insurance too—it makes 
me realize my customers expect me to 
take care of all their insurance needs. 
If I didn’t, someone else would. 


“That’s where Prudential comes in. 
They’re a big help when it comes to 
looking after these life insurance needs. 
Mr. Patch and the Pru have helped me 
close many a sale. And even with all 
this help, I still get the fud/ commission! 


“Tt’s teamwork like this that builds 
business—for both of us.” 


THE 
PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 
LIFE INSURANCE e ANNUITIES 
SICKNESS & ACCIDENT PROTECTION 

GROUP INSURANCE ° GROUP PENSIONS 
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NAIA-Bureau Meeting 
(Continued from Page 27) 


generally referred to intermediate limits 
not shown on the tables. It was pointed 
out by Bureau representatives that in- 
termediate limits were not often in de- 
mand and that where higher limits were 
needed, companies needed to give special 
attention because of their reinsurance 
treaties. 
Unrealistic Rates on Motels 


Mr. Gelcher then called attention to a 
serious situation developing in California 
in what he regards as unrealistic rates 
on motels. The motel industry is an 
expanding one, he said. Thus, the Cali- 
fornia situation might extend to other 
areas in that this type of business is 
being lost to Bureau companies. 

Reviewing the background of motel 
rates, Mr. Gelcher said that originally 
the receipts basis was used as a measure 
of premium. He did not believe that the 
experience developed on that basis gave 
a true picture, inasmuch as many motels 
in his area were written on the hotel 
or apartment basis. Thus, when the rat- 
ing basis was recently changed to a unit 
premium basis, true experience was not 
available to properly rate this 7 
business 

Mr. Gelcher advocated a more realistic 
rating of motels and an increased use 
of judgment in rating, in order to pre 
serve this business. He believed that a 
rate somewhere between that of apart- 
ments and hotels would be in order. Mr. 
Bolton indicated that the situation in 
Florida was similar to that of California 
in the motel business to com- 
petitors. It was also mentioned that the 
unit rate resulted in even 
higher rates than the previous receipts 
basis in some cases. 


class of 


loss of 


present basis 


Bureau representatives reviewed their 
consideration of this problem which led 
to the recent change to a unit rate basis 
t the belief that the unit basis 
was the best measure of exposure. Rates 
had been recently reduced on this class 
of business. The entire matter had been 
considered by the Bureau not too long 


because of 


ago. The development of experience un- 
der the unit rate basis was needed be- 
fore the Bureau could validly recommend 


more widespread changes in motel rates. 

H. Bandy, Nashville, Tenn., chair- 
man of the NAIA casualty committee, 
said the general f agents was 
that the unit method of rating would be 


feeling of 


preferable, providing rates were com- 
mensurate with the hazard and on a 
competitive basis. 

Mr. Gelcher then referred generally 


cal payment coverage of the ‘CPL policy 
might be higher than warranted. Experi- 
ence figures are not readily available on 
this question, he was told. He requested 
that the Bureau give some consideration 
to this matter. 


“Care, Custody or Control” Exclusion 


Mr, Gelcher also spoke about the great 
difficulties which agents have had in the 


definition of the extent of the “care, cus 
1 ody or control” exclusion in liability 
policies. He suggested that the compa- 


mies or the Bureau should attempt to 
Interpret the extent of these exclusions. 
Bureau representatives indicated the 
great difficulty in attempting to interpret 
this particular clause in that no exact 
definition could be given. The courts 
also have great difficulty in defining the 
extent of this exclusion. The NAIA 
representatives that this clause 
needed arification and suggested 
that a study be made and eventual clari 
fication be supplied by the companies. 
Mr. Gelcher recommended that a broad 
form type of property damage liability 
coverage on an “occurrence” basis, with 
the elimination of the “care, custody or 
control” exclusion should be made avail- 
able through Bureau companies. The 
market for this type of coverage was 
now in London Lloyd’s, and non-Bureau 
companies to some extent, he said. Bu- 
reau representatives reported that a sub- 
committee is considering this matter. 
As a final suggestion, Mr. Bolton 


stated 


some Cc 


Zimmerman Ad Campaign 


(Continued from Page 28) 


not seem to give me much trouble. This 
I attribute mostly to the good claim 
service by our companies and also that 
direct contact with our assureds have 
enabled us to keep them well satisfied 
and also boosters of the Zimmerman 
Insurance Agency. 

“We do not specialize in automobile 
business. However, our premium volume 
in this line is about 50% of the entire 
volume. We possibly could enlarge on 
the volume of automobile business but 
I feel that to keep the agency well bal- 
anced it is better to keep it more even 
with the other lines of insurance written 
by this office.” 





thought that a package policy for drug- 
gist’s liability similar to that developed 
for storekeepers might be of consider- 
able value. 

In closing Chairman Bandy expressed 
the appreciation of the National Asso- 
ciation of Insurance Agents for the 
opportunity to meet with Bureau and 
company representatives to discuss prob- 
lems of common interest in ‘the casualty 
field. Bureau and company peopie also 
expressed their gratification for these 
meetings. 


John A. Berry Succumbs 


John A. Berry, retired resident man- 
ager of the Philadelphia branch office 
of Fidelity & Casualty Co. of New York, 
succumbed August 15. He joined the 
company, a member of the America 
Fore Insurance Group, in 1901 and re- 
tired in 1951 after 50 years of service. 

Mr. Berry is survived by his wife, 
Sarah, and four children, John L., Eliza- 
beth M. Norsell, Grace E. Clark and 
Margaret A. Burton. 





Anthracite Occupational 


Disease Premium Refund 


Insurance Commissioner Francis R. 
Smith of Pennsylvania has announced 
his approval of a 40% refund of pre- 
mium on anthracite occupational disease 
insurance for the calendar year 1954, as 
well as a reduction in the rates, effec- 
tive retroactively to January 1, 1955, as 
proposed to him by the Coal Mine Com- 
pensation Rating Bureau of Pennsyl- 
vania. 

Refunds aggregating $198,963 will bs 
made to those employers who insured 
their liability under the Pennsylvania 
Occupational Disease Act during the cal- 
endar year 1954. 














A profitable way to win new friends 
and prospects by the thousands 





MORE than 1,500,000 school children were insured under 
American Casualty's Student Protection Plan in 1954. This 
year’s plan is even better. Learn why agents make comments 
like these: "more enthusiasm was stirred up with this plan 
than anything we have ever worked on"—and “we're con- 
vinced that the Student Protection program is the greatest 
thing that has happened in the insurance industry for both 
agent and company.” Write for your copy of the Student 
Protection kit today. 


(Not available in California, New Jersey, Oregon, South Dakota and Texas) 


American Casualty Company 








READING, PENNSYLVANIA 
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Insur. Men Prominent jp 
Controllers Institute 


HAVE IMPORTANT LOCAL Posts 


R. E. Gregory New President of Colum. 
bus Control; W. R. Phelan Heads 
Baltimore Control 


R. E. Gregory, director of manage- 
ment reports and controls, Farm Bureay 
Insurance Cos., has been elected presi- 
dent of the Columbus control of the 
Controllers Institute of America. Wi. 
liam R. Phelan, controller, U. S. Fidelity 
& Guaranty Co., has been similarly hon- 
ored by the organization’s Baltimore con. 
trol. 

At the annual meeting of the Chicago 
control, Herbert F. Walton, vice presi- 
dent, Allstate Insurance Co., was named 
vice president. 

In St. Louis, Henry F. Chadeayne 
treasurer, General American Life, was 
elected vice president of the local con- 
troller’s group. 

The new secretary-treasurer of the 
Chattanooga control is Glenn A. Johnson 
comptroller, Provident Life & Accident. 


Elected Tulsa Treasurer 


George Harrison, Jr., of Harrison & 
Harrison, is treasurer this year of the 
institute’s Tulsa control, which made 
Hugh M. Earl, treasurer of the Tri- 
State Insurance Co., a member of its 
board of directors. 

The following have also been elected 
directors of institute local controls in 
their respective areas: John E. Keltner, 
vice president and controller, Farm Bu- 
reau Insurance Cos., Columbus; B. J, 
Mertz, comptroller, Buckeye Union Cas- 
ualty Co., Columbus; Thomas M. Mott, 
vice president and controller, Republic 
National Life, Dallas, who is past presi- 
dent of the Dallas control; Germanus E. 
Perino, auditor, New England Mutual 
Life, Boston; Fred H. Schlichting, treas- 
urer, Cravens, Dargan & Co., Houston; 
Edward J. Stuewe, controller, Unity Life 
& Accident Insurance Association, Syra- 
cuse, and Richard F. Tharp, Fireman's 
Fund Group, San Francisco. 

Established in 1931, the institute is a 
non-profit management organization of 
controllers and finance officers from all 
lines of business—banking, manufactur- 
ing, distribution, utilities, transportation, 
etc. The total membership — exceeds 
4,400. 


REGISTRATION NOW OPEN 
For New York Insurance Society’s 
Casualty Manuals-Rating Course; 

In Two Sections 
Registrations for the casualty manuals- 
rating course are now being accepted by 
the Insurance Society of New York, Inc., 
according to an announcement made by 
Arthur C. Goerlich, executive vice presi- 
dent of the Society. The series of lec- 
tures is scheduled to begin the week ot 
September 5. The course will be divided 
into two sections, as was done last 

spring. 

Section A will meet Tuesday and 
Thursday afternoons from 1:00 P.M. to 
2:00 P.M. Section B will meet Wednes- 
day evenings from 5:30 to 7:30 P.M. 

The lecture series is designed to de- 
velop proficiency in rating. It will cover 
the automobile, workmen’s compensation, 
public liability, and burglary and _ glass 
manuals. The course is recommended 
for rating clerks, policy checkers, and 
junior underwriters. Brokers and under- 
writers, have also found it useful in 
bringing themselves up-to-date on rating 
changes or in acquiring a detailed knowl- 
edge of the manuals. , 

Certain aspects of underwriting, 
they relate to use of the manuals, are 
included in the lectures in the evening 
section. Everyday problems of the busi- 
ness are used as illustrations in order to 
make the class work interesting and 
meaningful. 

The instructor is Matthew A. Murphy, 
senior underwriter with the Zurich In- 
surance Co. Detailed information about 
the course may be obtained by com 
tacting the Insurance Society. 
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porsett Cites Alliance 
of Insur. and Medicine 


BOTH GROUPS BECOME TARGETS 


sses Durham-Orange Medical So- 
Says Cooperation Is Essential 
for Common Good 


Addre 


ciety; 





|, Dewey Dorsett, in addressing mem- 
hers of the Durham-Orange Medical So- 
ciety of North Carolina, August 17, de- 
Jared that no two fields are more 
Lid . 7 
Josely allied than insurance and medi- 
ie ~ - 
cine. He told the group that “we share 
the common aim of seeking to prevent 
death and hurt from befalling others— 
you in preventive medicine and we in 
safety work. If, as unfortunately often 
happens, harm does come to them, we 
hoth try to lessen its impact—you again 
through your healing arts and we 
through financial recompense.” 

He added that another area of simi- 
arity between the two groups was the 
increasing frequency of the two to be- 
come targets of envy, misunderstanding 
and outright greed. elie, xe 

“We live in an age of litigation,” he 
continued. “I have no quarrel with legal 
action where there is a clear and legiti- 
mate case of injury to somebody’s per- 
son or property. But for some people— 
far too many—have discovered that a 
wrenched ligament, a torn jacket, dented 
bumper of injured feeling can be turned 
from a discomfort into a pot of gold. I 
yould hate to estimate the number of 
cases now clogging court dockets that 
are out and out efforts to parlay a minor 
mishap into a major catastrophe. 

“\ doctor,” he added, “is more than 
just a learned member of society pur- 
suing his profession. He possesses a wide 
variety of valued assets—tangible and 
intangible—including the skill of his 
hands and brains, which permit him to 
pursue his calling. Beyond this, he gen- 
erally is a man of some substance in 
his community and everybody knows it. 
So when it comes to taking a slice of 
that substance by a person so minded 
to do so, I can only say ‘Doctor, be- 
ware” They may admire and_ respect 
vou, but many of them will do their 
best to take you for all you’ve got. 


Professional and Personal Perils 


‘I suggest to you two main points: 
The first is that a physician should be 
more than casually alert to the perils 
which surround his professional and 
personal status. The second is to follow 
the precept you have laid down for your 
own profession: don’t try to be your 
own doctor. In our case, don’t try to 
be your own insurance man. 

_ “Just as medicine is complex, so is 
imsurance. And just as I would go to 
a doctor to find out about myself, so 
would I urge that you go to your insur- 
ance agent, not once, but fairly peri- 
idically to find out about your coverage. 
If he doesn’t know, he will do exactly 
what you would—call in a specialist to 
elp him.” : 

In describing areas of insurance cov- 
crage, Mr. Dorsett said: “Accident and 
health insurance is a relatively new de- 
velopment. It still is in its growing 
pas. But the truly remarkable record 
‘its growth is the greatest testimony 
to the basic soundness of its concept 
and operation. Today over 104,000,000 
persons have voluntary insurance against 
hospital expenses; 89,000,000 have surgi- 
‘“t expense coverage, and 50,000,000 have 
medical expense protection. 

_ in addition, three out of five of the 
vorking population in this country have 
“me protection against loss of income 
‘Sa result of sickness or accident. Last 
te the amount paid out in claims by 
‘luntary health insurance organizations 

‘me to a total of $2,700,000,000. 

Ms consider the impact of these fig- 
_: Pon the American economic and 
ral, Structure. The billions paid out 
ning wNS represent a flow of economic 
“sma into every capillary of the na- 


White & Camby, Ine. 


(Continued from Page 27) 


dent F. J. McCormack, head of the fire 
insurance department. 

Twelve leading companies are repre- 
sented by White & Camby, Inc., as fol- 
lows: Home Insurance of New York, 
Home Indemnity, United States Fire, 
North River, Marine Office of America, 
Fidelity & Deposit, Massachusetts Bond- 
ing, American National Fire, Eagle Star, 
Universal, Northern Assurance, Hartford 
Steam Boiler, and North British & Mer- 
cantile. 





RECEIVES LICENSE IN OHIO 

The Reserve Insurance Co. of Chicago 
has been licensed in Ohio. It is a for- 
eign casualty company. 





tion—assuring a major means of pay- 
ment by stricken persons to butchers 
and bakers, landlords and grocers, hos- 
pitals and doctors. 

“For insurance and medicine both, it 
has given striking reaffirmation of the 
concept on which our nation has pros- 
pered. It has demonstrated that the 
needs and desires of the American peo- 
ple can be met by the system of free 
enterprise and voluntary decision—with- 
out Government dictate or official coer- 
cion. It is evidence of the wisdom of 
our way of doing business—and yours.” 
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Since July 1, 1945, thousands of 
policies protecting many of the coun- 
try’s leading lawyers and law firms 
have been written by this Company. 
For claim and underwriting know- 
how based on more than a genera- 


tion of experience in malpractice 


insurance, consult 
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RADIATION SAFETY HEARINGS 
The New York State Labor Depart- 
ment’s Board of Standards & Appeals 
will hold statewide public hearings start- 
ing Tuesday, August 23, on a revised 
draft of proposed safety regulations for 
the protection of about 150,000 workers 
in New York, employed in industries 
where radiation hazards may exist. 
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Are you getting the most out of your line records or insurance 


surveys? Do you always check the possibilities of selling insurance 
to cover the serious losses that may occur wherever there are 
boilers, pressure vessels, and machinery? 


Don’t let the other fellow slip out with the ‘Boiler and Machinery” 
business—while you service the more difficult lines. 


American Guarantee’s boiler and machinery engineers and under- 
writers are prepared to help you. They will make the risk inspec- 
tions and coverage analyses and provide you with the quotations 
you need in order to sell boiler and machinery insurance. How 
can you arrange for this help that can add substantially to your 
premium volume and profits? Just talk it over with the Zurich- 


American field man. 


AURICH- 
AMERICAN 


INSURANCE COMPANIES 


Zurich Insurance Company 
American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 S. LA SALLE ST., CHICAGO 3, ILLINOIS 





Calif. Comp. Hearings 
(Continued from Page 28) 


sioner overruled him and ordered it be- 
come a part of the record. 

Mort L. Clopton, the 
California Manufacturers Association 
and the California Conference of Indus- 
trial Associations, said that the organi- 
zations he represented favored the elim- 
ination of the expense constant. 

At the opening of the afternoon ses- 
sion, Mr. McConnell read into the rec- 
ord the fact that the Department of 
Insurance operates strictly on a_ fee 
basis and is operated at a profit, with 
the excess funds, over and above oper- 
ating expenses, turned into the general 
fund in the state treasury. He also de- 
clared the Insurance Commissioner is 
not empowered to fix a minimum rate. 

Earl Howard, of the State Compensa- 
tion Fund, in the course of outlining 
the Fund’s position said the Fund ob- 
jected to collection of the expense con- 
stant under certain conditions and did 
not believe the Fund is compelled to 
collect it. He also said that the use of 
continuing form of policies now used 
saves money for the Fund on = small 
risks, and that four out of five small 
risks have no losses during the vear. 

He said that 30% of the Fund policies 
are on the continuing form, which was 
first used by the Fund in 1953. The 
use of that type of policy has cut Fund 
costs in half, he held, and that the $300 
standard, if it is retained, be increased 
to $500. He held that the $10 expenses 
constant is discriminatory. 

William H. Ungles, Los Angeles in- 
surance broker, appearing as an indi- 
vidual, declared the expense constant 
was discriminatory to employers, and 
presented two plans intended to correct 
the situation. The letters outlining the 
two plans were made a part of the rec- 
ord, and Commissioner McConnell sug 
gested that they be discussed informally 
at a meeting of Mr. Ungles, representa 
tives of the Rating Bureau and mem- 
bers of the Insurance Department, in 
Los Angeles, at a date to be set later. 

California Union Insurance Co., 
through a representative, expressed the 
opinion the expense constant was dis- 
criminatory and favored its elimination. 

Vice President J. E. McGuigan of 
the National Automobile & Casualty In 
surance Co., in a brief statement said 
that his company favored continuance 
of the expense constant factor. 


representing 


Incorrect Identification 
Last week’s edition carried a news 
story on an address given before the 
Crenshaw Rotary Club, Los Angeles, bv 
Donald K. Kyler. In the account, Mr. 
Kvler was erroneously referred to as vice 
president of Pacific Mutual Indemnity. 


This error is regretted. 

Mr. Kyler is vice president of Pacific 
Indemnity 
geles. 


Insurance Co. of Los An- 
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North Amer. Accident 
Elects New Directors 


AT SHAREHOLDERS’ MEETING 
Miss H. E. Boostrom and S. R. Rauwolf 
Elected to Board; J. L. Fox 


a . ; Now Chairman 











W.C. Stone’s Role as Motivator Seen 


Evident at Combined’s Convention 


Combined President Sparks Group’s First National Sales 
Meeting in Chicago; W. R. Arrington Reviews FTC 
Problem; F. E. McCabe Predicts Future Production Goals 


By Leverinc CARTWRIGHT 


Some 600 Clement Stones assembled 
at the Edgewater Beach Hotel, Chicago, 
this week for four enthusiastic days. To 
give the name of the president and 
founder of Combined Insurance Co. to 
each member of its “Go-Go-Go” sales 
force isn’t too far fetched, for Clement 
Stone’s avowed aim is “to put the mark 
of the organization on the individual.” 
And, of course, the “organization” and 
W. Clement Stone are pretty hard to 
distinguish. 

In any event the “Futuramic” conven- 
tion of the Combined Group of compa- 
nies brought together the harvest of 
many years of never-ending “motiva- 
tion” on the part of that head man of 
all motivators, W. Clement Stone. They 
were wonderfully supercharged, turbo- 
propped, and happy. This was the first 
national get-together of salesmen and 
sales managers in the history of the 
group. Enthusiasm echoed throughout 
the precincts of the Edgewater Beach 
Hotel from morn to midnight or in the 
places of entertainment, such as_ the 
SS Aquarama off Navy Pier, and enthu- 
siasm is that quality which in the Com- 
bined’s book there can never be_ too 
much of. 

It was a family convention, with a 
round of activities for the wives and 
special treatment for the 40 or so chil- 
dren, including child counselors, junior 
presidential reception and a junior presi- 
dential banquet. 


Collects People 


Ciement Stone collects people. He gets 
his biggest kicks out of lining up in his 
orbit people whom he runs into wher- 
ever he goes, and that includes quite a 
few from foreign lands. Then he makes 
it his business to do for them what he 
told them he would do, That is to set 
them on fire, light the spark or what- 
ever you call it, and get them on the 
gravy train. When he gets a new person 
in his orbit who comes out. especially 
well in the aptitude test, he is just as 
jubilant as a man with a Geiger counter 
that starts to talk. He has crossed up 
the skeptics, including admittedly some 
in his own company and the prospects 
indeed seem to justify the golden pro- 
gram book that was gotten out for the 
“Futuramic” convention. 


Will Soon Go to Orient 


Mr. Stone incidentally is setting off 
September 20 as a member of a team 
of seven from the National Sales Ex 
ecutives Club to the Orient. This is 
known to NSEC men as “Operation En- 
terprise No. 7 Consumerism—Our An- 
swer to Communism.” There will be a 
series of talks and other activities in 
Australia, Japan, Hong Kong, Bangkgk, 
Manila and other spots. November 7 is 
the return date. 

Mr. Stone appropriately enough will 
deal with “Motivation.” He will be ac- 
companied by Mrs. Stone and_ their 
high school son, Norman. The latter is 
well along the road to becoming a real 
Combined “Go-Go-Go” man, like his 


older brother Clement, who is assistant 
to the 


president and who as general 








A special shareholders’ meeting was 
held on August 9 for the election of 
directors to fill two vacancies—one caused 
by the untimely demise of Alfred E. 
Forrest, Jr., president, and the other 
caused by the resignation of one of the 
directors of the North American Acci- 
dent Insurance Co. 

Elected to fill those vacancies were 
Miss Hazel L. Boostrom of Riverside, 
Ill., and S. Robert Rauwolf of Chicago. 
Long identified with this 69 year old 
company, Miss Boostrom has served in 
the capacity of secretary; Mr. Rauwolf 
has served as vice president and agency 
director. 
chairman of the “Futuramic” convention J. L. Fox—Board Chairman 
was the No. 1 demonstration of his 


; rae J. L. Fox, of the law firm, Brown, Fox, 
father’s motivating genius. 


Blumberg & Markheim, was elected 
chairman of the board. Mr. Fox has 
represented the Forrest family as_ its 
eee SS Annrier eae a Stee personal attorney for many years, and 
ng bai aaj ered ‘es om ve has been closely associated with the 
“ese a “yg ee ily operation of the company. 
ty oped personnes. it Th Ree aaa, The board as now constituted, con- 
ain a: olene amide , ee ces , ; : 
gay. There were dozens of banners, a sists of J. L. Fox, chairman, Carl J. 
at national political party conventions, Weitzel (Field Enterprises, Inc.), I I 
bearing such legends as “California- oo (John Maven & Co.) H E. 
W ee Coast Angels, Wisconsin—Land Soostrom, secretary, S. Robert Rauwolf, 
of Paradise, Indiana Miracle Racers, GL ATT A serie ND Waselw. vice 
etc. Many of the delegates were dressed *8€NCY Vice presi ee eee! Ve 
Sees Ae cSiimats “hie president and treasurer, and Robert L. 
up as Indians, cowboys, auto race driv-  Biock, vice president—investments 
wo is ) =. 4 7 , . aes . De 
> tc. on > resident Stone = . . 
edad nisin ence be pir Pre oe fe ad he directors are firmly devoted to the 
ae pass icc i the spo ig ‘' Lor policy of conservative management which 
ne: Sp SER eees Se eee has characterized the company since its 
the room, enthusiastic pandemonium : . : ‘ me : 
: : : able ‘ founding in 1886. 
ruled for ten minutes or so, as_ the A successor to the late Mr. Forrest as 
president will be elected at a later date. 


1,000 at Opening Session 


At the opening session Monday morn- 


(Continued on Page 34) 
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Announcing... 
THE APPOINTMENT OF 


RICHARD J. 
DONALDSON 


Executive Vice President 
in Charge of Accident @ 
Health Operations for 
All American Casualty Co. 


Mr. Donaldson is one of the 
most versatile leaders in the 
accident and health insurance 
industry. He has over 15 
years of “know-how” in busi- 
ness, association selling and 


agency building of individual 





production accounts in the 
professional, executive, wage-earner, group and unusual risk 
fields. His association with All American Casualty Co. brings 
progressive representatives a wealth of new opportunities. Our 
expansion plans include life insurance facilities in 1956. 


E. E. BALLARD, President 


ALL AMERICAN CASUALTY COMPANY 


53 W. Jackson Blvd., Chicago 4, Illinois 
AAC - AAC - AAC - AAC - AAC - AAC - AAC - AAC - AAC - AAC - AAC 








Finds Little Evidence of 
Widespread Discontent 


IN SOUTH CAROLINA PROBE 


State Senate Committee Investigatin 
Hospitalization Ins. Unable to Dis- F 
cover Substantial Complaints 


A South Carolina state legislative 
committee under Senator William P 
Baskin of Lee County charged with in- 
vestigating the causes of “much dis. 
satisfaction” with hospitalization insyr- 
ance in that state is reported to be find- 
ing little evidence of any widespread 
discontent. Mr. Baskin has declared 
that the group is continuing its study 
but as yet, it has not received any syh- 
stantial body of complaint from the 
public. 

Any well-founded charges of irregu- 
larities, he added, should be placed be- 
fore the investigating committee. 

The committee was set up by the 1955 
legislature to “investigate the policy 
provisions, cancellation and selling pro- 
cedures, rates and settlement of claims 
practices of companies writing accident 
health and hospitalization insurance jn 
the state.” 

The A. & H. insurance inquiry was 
added by the Senate in the form of an 
amendment. The original resolution 
calling for the investigation stated: 


Original Resolution 


“Much dissatisfaction exists among 
the people of the state concerning , , . 
practices of certain insurance compa- 
nies who write hospitalization insurance 
in this state and in many _ instances 
policyholders who think they have ade- 
quate hospitalization coverage find that 
they are mistaken.” 

The committee consists of Senator 
Baskin, chairman, Senators George P. 
Callison of Greenwood and Henry B 
Richardson of Sumter, and Representa- 
tives Sidney D. Duncan of Columbia, 
Frank Eppes of Greenville and J. Bates 
Harvey of York County. 


HEALTH AND WELFARE SURVEY 


New York Labor Dept. Reports on 

Employer Financed Life and A. & H. 

Policies 

The New York State Labor Depart- 
ment survey of health and welfare bene- 
fits wholly or partly paid for by em- 
ployers reports that approximately half 
of the 3,000,000 workers in the state 
with job connected life insurance have 
policies worth at least $3,000. In the 
New York City area, 40% of the work- 
ers with such life insurance have policies 
with a face value of $3,000 or more 
Surgical insurance coverage paying $175 
or more as the maximum benefit was 
provided for 75%. Highlights of the sur- 
vey included: 

Of the 2,700,000 workers in the state 
with employer-financed hospital insur- 
ance, three-quarters are under Blue 
Cross or insurance plans that pay al 
least $10 a day toward room and board 
in hospital; and about half are under 
plans that limit payment for hospital 
“extras” to less than $300. 

Almost half of the 2,500,000 covered 
by surgical insurance are in plans whose 
upper limit on the amount paid to % 
surgeon for an operation is $250 or more 

The 1,400,000 who have employer- 
financed protection against medical costs 
have coverage ranging from comprehen- 
sive medical service (8%) to insurance 
only for doctor’s services ren lered in i 
hospital (47%). Eight percent have the 
catastrophe insurance against extraordi- 
nary medical expenses which is becom: 
ing increasingly popular. " 

The State Labor Department stucs 
covers a representative sample ot fk 
4,500,000 workers in the state who wer 
under the unemployment insurance SY 
tem in the summer of 1954. Benefits re: 
ceived under both employer-sponsore” 
and collectively bargained programs we" 
included. 
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Commerce & Industry Assn. Reports 
On Key Personal Health Programs 


A recent survey report issued by the 
Commerce & Industry Association of 
New York, Inc., points out that many 
New York employers are providing pe- 
riodic medical examinations to preserve 
the health of their key personnel, and 
others interested in establishing similar 
programs. Employers are concerned with 
the high incidence of disabling illness 
and untimely death among top execu- 
tives of business and industrial firms 
throughout the nation. 

According to Thomas Jefferson Miley, 
the Association’s executive vice presi- 
dent, the survey was conducted due to 
numerous inquiries from member firms 
about employer practices with regard to 
periodic medical examination for execu- 
tives. He declared that preventive health 
programs appeared to be the general 
rule in the large companies and in 
some of the moderate- sized firms, with 
comparatively few in the smaller ones. 


Desire for Such Programs 


In reviewing the survey results, spe- 
cial note was made by Mr. Miley of 
the large number of firms now lacking 
anv form of executive medical examina- 
tion plan which expressed a desire to 
initiate such programs. The Associa- 
tion, he said, will give consideration to 
ways in which it can assist such mem- 
ber firms in meeting the problems at- 
tendant to launching and maintaining 
sound and adequate programs. 

Of the 319 New York firms partici- 
pating in the survey, representative of 
all types of business and industry and 
with a total of more than 300,000 em- 
ployes, Mr. Miley reported, 130 (or 41%) 
already have preventive health plans in 
operation at the executive level and 87 
others (27%) now without them are con- 
sidering such programs, mostly to cover 
top policymaking and middle manage- 
ment personnel. 

Altogether, 189 of the participating 
firms (59% of the total) do not now 
have checkup plans and 102 of them 
evinced no interest in developing any. 
The latter group, however, is composed 
of firms employing but 85% of the 
total personnel covered in the survey. 

A total of 14,856 executives and super- 
visory personnel of 119 firms now pro- 
viding coverage are examined each year 
(the other 11 did not report on the num- 
ber examined.) In 20% of the plans re- 
ported, periodic checkup is compulsory. 
Among the voluntary plans, an average 
of 80% of eligible executives and others 
participate. 

Cover Top Policy-Making Executives 


Each of the 130 existing plans takes in 
all top policy-making executives. The 
pattern beyond that: 112 (86%) cover 
middle management; 62 (48%) cover first 
line supervisors ; 49 (38%) include key 
non-supervisory personnel. Only about 
10% of the plans have age restrictions 
—minimums ranging from 30 to 50 
years, with 40 years the general rule— 
and approxims itely the same percentage 
call for salary minimums running from 
$5,000 to $15,000 per annum, with $10,- 
X) the average, although neither age nor 
salary appears to be a guiding principle 
for eligibility. Other procedures: 

Examinations for the most part are 
given every 12 months (some companies 
require re-examination upon promotion 
or transfer), 

Entire cost of examinations is borne 
by 4% of the employers, whether made 
by the company’s own medical depart- 
ment, an outside clinic, or a_ private 
doctor of the employe’s or the com- 
Pany’s choice. 

The largest percentage of plans pro- 
vide for outside clinics, with company 
medical departments, company-selected 
doctors and employe-selected doctors 
following in order. — 

Scope of examination falls into 46 
ith a routine physi- 





cal checkup at the top of the list, 
companied most often by such custom- 
as electro-cardiograms, 
blood count and chemis- 
try, and fluoroscope. 
four plans call for psychiatric interviews. 


ary procedures 


Findings Reported to Executives 


After examination, practically all com- 
panies give the findings in some form 
the executives 75 fi 
send the checkup report to ‘the execu- 


61% of the companies ‘do not i the 
medical findings reported to them, 
dently regarding it as important to pre- 
serve the private 


Cost of individual examinations when 
made by an outside physician or clinic 
ranges anywhere from # up to $300, de- 
pending on the extent and nature of the 


general stressed their importance to the 
health of the individual and to = wel- 
fare of the business world. 


among all pach ae of the importance 
of good physical condition not only 
their uninterrupted employment but also 


_ Efficiency of the checkups was high- 
detected preenid ‘ve periodic examina- 
Prompt medical attention that fol- 


lowed averted incipient attacks and the 


to full-time useful activity. 


Sharply Criticize FTC 
Adv. Conduct Charges 


MADE AGAINST TWO CITED COS. 


Mutual Benefit H. & A. and Commercial 
Travelers Point to Fallacies in 


FTC Case 


Mutual Benefit Health & Accident of 
Omaha and Commercial Travelers of 
Utica, N. Y., both cited earlier by the 
Federal Trade Commission on charges 
of false and misleading advertising of 
A. & H. policies, have strongly criticized 
the complaints against them. 

Mutual declared that “every fair rule 
of equity, ethics and justice” should pre- 
vent the FTC from issuing such a com- 
plaint. This is true, it was argued, be- 
cause the company since 1949 has sought 
a advice of the Commission regarding 
its advertising and has promptly made 
any suggested changes. During this pe- 
riod, the company continued, the FTC 
representatives made “expressions of 
satisfaction and appreciation ... regard- 
ing (its) advertising procedures. 


FTC Praised Good Job Done 


In addition, the company declared, the 
Commission’s representatives at least 30 
days before the October 14, 1954, date on 
which the complaint was issued against 
the company, had commented that Mu- 
tual was doing a good job in its advertis- 
ing procedures. 

Mutual denied that the FTC has any 
jurisdiction over its advertising, since 
this phase of its business is regulated 
not only by Nebraska but all the other 
states and jurisdictions in which it does 
business. It said, “to its best knowledge 
and belief it was the only company pro- 
ceeded against by the Commission with 
accompanying press release and _ radio 
and television interviews which had com- 
plied with all the requirements of the 
Federal Trade Commission ... and with 








Join the PACE-CETTERG! 


For years, Mutual of Omaha has set the pace in accident 
It has led in creating modern 
protection plans, and in prompt service to policyowners. 
In 1954 Mutual of Omaha did 21 million dollars more 
individual accident and health business than any other 
"Business goes where business is." If you are 
interested in a profitable career with the largest exclusive 
health and accident company in the world .. . write today 
to Agency Dept., Mutual of Omaha. 


and health insurance. 


MUTUAL BENEFIT HEALTH & ACCIDENT 


CANADIAN HEAD OFFICE: TORONTO 








ASSOCIATION 
HOME OFFICE: OMAHA, NEBR. 


V. J. SKUTT, President 








the regulations and requirements of each 
of the 48 states. : 

The company denied that any of its 
advertising is false and misleading and 
said after the FTC complaint was filed 
Mutual had nadnouel “a complete sur- 
vey of its policy owners and has veri- 
fied the fact that they have not been 
misled or deceived. aa 

The company argued that “it has 
brought the American people a choice of 
coverages varying in accordance with 
the need of the public and their ability 
to qualify ... and... has made the 
most outstanding record of service for 
American public in this field of any 
insurance institution in history.” 

Mutual’s answer stated that authori- 
tative insurance statistical publications 
show that during 1949-53 the company 
provided “over 15% more in benefits 
paid, claim service and claim reserves 
than the combined composite average 
of all insurance companies writing a 
substantial volume of health and acci 
dent insurance in the United States 
(all companies writing individual. busi- 
ness of $5,000,000 ar more in earned 
annual individual premiums).” 

Advertising cited in the complaint was 
related to the wrong policies, Mutual 
further charged and said that advertis ing 
statements quoted were taken out of 
context and “create an entirely different 
meaning and impression than when read 
in conjunction with the entire state 
ments.” a read in context, it was 
argued, the statements are entirely prop- 
er, correct, accurate and justified. 

Mutual got in a final point to the 

effect that it actually doesn’t even use 
advertising to sell policies, but merely 
to “elicit inquiries from the public. 
No sale of insurance is made unless 
and until licensed agents . . . contact 
those who may be interested in some 
form of policy. 


Reasons Why Complaint Should Fail 


Commercial Travelers said “it heartily 
disagrees with the viewpoint of the Com 
mission and resents the manner in which 
the criticism was made and published.” 
Jeyond that, the answer stated, there 
are several reasons why the complaint 
should fail. 

It has recently revised its advertising 
not only because of its policy to modify 
advertising criticized by the Commission, 
but also because a recent change in 
New York law required a complete new 
set of policy forms which are now in 
use. The changes eliminate the “causes 
of criticism” and make the complaint 
“entirely moot and academic,” it was 
argued. 

Further, the FTC does not have juris 
diction because the company is (1) ade 
quately regulated by State authorities 
and (2) is not a “corporation” under the 
FTC Act (“organized to carry on busi 
ness for its own profit or that of its 
members”) but a non-profit association 
operating on a cost basis. 

The company denied that the advertis 
ing cited in the complaint is misleading, 
and charged that the statements cited 
were taken out of context “with the in 
tent to attribute thereto meanings and 
impressions not warranted nor justified 

when read in proper context.” 

Commercial Travelers said the com 
plaint was issued with no advance warn 
ing on October 14, 1954, “sharply criti 
cizing the very statements and represen 
tations... suggested and recommended” 
by the FTC’s represent tives 


Te ai Notes er Set 


During President’s Month 
Thorn W. Mock, president of National 
Accident & Health Insurance Co. of 
Philadelphia, has expressed his appre- 
ciation to the company’s field men for 
their achievements during “president’s 
month,” held in May. 

He stated that during the month a 
number of records were broken. New 
business production exceeded any pre 
vious month since 1950; more life policy 
sales were made than ever before with 
483 applications written. May 23 saw 240 
applications received to produce the 
greatest single day’s production on 
record. 
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Combined Convention 


(Continued from Page 32) 


conventioneers paraded around the room 
with whoops and cheers. Mr. Stone cut 
a theatrical figure in the spotlight, with 
his famous trademarks of 
grin, undersized mustache, bow tie and 
oversized cigar. 

When the demonstration subsided Mr. 
Stone spoke briefly. He said that this 
will be the last convention at which he 
will be spotlighted. It is no longer neces- 
sary, because there has been developed 
a strong organization with a lot of 
depth. 

The Wisconsin delegation was par 
ticularly radiant as they had _ brought 
along Miss Wisconsin. She was her 
state’s entry in the Miss Universe tour- 
nament at Long Beach, Cal. Here again 
Clement Stone gave a demonstration of 
his motivating power. It was a_ cinch 
that Miss Wisconsin had never before 
made a speech, yet Mr. Stone had her 
li about the Miss 
didn’t do 


1 1 
up there telling all 
Universe business and she 
half bad 


Partner” 


“W onderful 


came a man who has been a 
partner for Mr. Stone, he 
Russell Arrington, long a 
member of the lower House of the II 
linois legislature, now a state Senator 
and vice chairman of the Senate insur- 
ance committee. He was a co-founder 
of Combined and is vice president and 
general counsel. He told something 
about the current of insurance affairs 
in recent years. 

He mentioned the challenge that 
Combined was faced with in California. 
The authorities there took exception to 
portions of the sales manual and were 


Arrington a 
Then 
wonderful 
being W. 


stiff-necked about it. The manual con- 
tains some humorous notes, such as a 
little insert “We insure you even if 
your feelings are hurt.” The hearing 


officer said there was something wrong 
with that, to which Mr. Arrington said, 
he replied that there is something wrong 
with anybody who didn’t think that was 
funny. 

Mr. Arrington went on to say that 
there has been a wave of attack against 
the A. & H. business ever since Read- 
er’s Digest ran a smear piece based on 
antiquated cases. He said that FTC 
has subjected 31 companies to its in- 
vestigation, some of which are the big- 
gest in the business. Combined is resist- 
ing the move, The fact that Combined 
i i according to a_ set 
emphasized in the case. 
That means the men are keeping on 
the track. He recommended strongly 
that the salesmen go by the book 
strictly. “Stick with the manual,” he 
said. “So long as you follow it you 
are O.K.” 

Felix Goodson, district manager of 
Kentucky, rendered the invocation, with 
skill and feeling. 


F. E. McCabe on Production Goals 


KF. FE. McCabe, executive vice presi- 
dent and treasurer, said Combined has 
the most aggressive sales organization 
in the U. S. today. Its growth has been 
outstanding. The 1954 premiums were 
about $12 million. The expectation is 
$16 to $17 million in production this 
year and Clement Stone has his sights 
fixed on $100 million. 

“T hav absolute faith that Clement 
Stone will do it,” he said. He recalled 
that recent sales of stock of Combined 
have been about 16 times the price at 
which it was placed in 1948. Mr. Stone 
in 1948 aimed to have the stock selling 
at ten times what it was by 1956. Mr. 
McCabe said at that time he was skep- 
tical. 

“T had to eat my words. It was pleas- 
ant eating. Your opportunities are un- 
limited,” said Mr. McCabe. 

He urged the Combined 
ret set to with any 
situation that may arise. 


IS operating sales 


talk is being 


salesmen to 


cope competitive 


Stone Has Touch of the Evangelist 

Mr. Stone then went on for a more 
sustained talk. He has the touch of 
to stir up 


the evangelist. He sets out 


ear-to-ear 


every one of his listeners. “Your life 
can be changed here and now,” he likes 
to say. He said he knows of hundreds 
whose lives he has affected and whose 
ambitions he has caused to be realized. 
He mentioned that he and Napoleon 
Hill, the author of “Think and Grow 
Rich,” have been teamed up for three 
years and they are trying to affect the 
lives of people and of future generations. 
He said they are experts in the selling 
field and they are convinced that they 
can create an impact. 

“T have taken miserable failures in 
selling and converted them to. suc- 
cesses,” he said. “The secret is to make 
them understand that the most impor- 
tant person is you.” Also, he said the 
Combined organization exercises pa- 
tience and handles its personnel as it 
would “our own children.” 

Mr. Stone also said that some of 
those who are now going on all eight 
and are helping others to succeed might 
otherwise have landed on skid row. 

Mr. Stone said he and Mr. Hill have 
a book in the mill. They are concerned 
with the problem of success, why it is 
that a man will attain an objective and 
then fall on his face. The authors will 
undertake to fathom this and suggest 
how to deal with it. 


Gives Combined’s Motivating Philosophy 


The Combined has been an accelerat- 
ing organization, he said, because it 
goes on a formula based on the func- 
tioning of the salesman’s mind and that 
of the customer. Companies in other 
industries are now trying to do what 
Combined proved to be a fact. The man- 
agement is looking ahead, 50 years 
ahead as a matter of fact. Mr. Stone 
said he is going back to school, to semi- 
nars of American Management Associa- 
tion and National Sales Executives 
Club. In 1956 Combined, he said, will 
be the largest company of its particular 
kind. 

The Combined is interested in its em- 
ployes. It wants them to have the thrill 
of success. They are not just “bodies.” 
Every one must learn the Combined 
“system.” Combined is determined to 
encourage, and inspire and, if need be, 
“drag” along its people to new sum- 
mits. Many who were “walking zom- 
bies” under this stimulation took fire 
and became happy. Those who refuse to 
be budged will have to be removed. It 
isn’t enough to grow by arithmetical 
progression, he said. For instance a man 
making $1,000 shows normal wholesome 
growth if he brings that up to $2,000, 
but if the next year he gains only 
$1,000 he is on the decline because his 
rate of progress is then only 50%. 

Mr. Stone said the Combined will 
become licensed in Canada this year. 
He traveled through South America last 
year after attending the Hemispheric 
Insurance Conference and he thinks 
that his company may some day be in 
the Latin American field. He is going 
to have his weather eye out for possi- 
bilities in the Orient while on “Opera- 
tion Enterprise No. 7.” 

So far Combined has played it safe 
on the investment side by keeping al- 
most entirely to Government bonds, but 
the management is now giving consid- 
eration to being a little more venture- 
some in that regard. He concluded by 
saying that the magic formula at the 
bottom of the “system” is that the light 
of the individual can be lit. 


Napoleon Hill in Reminiscent Talk 


Napoleon Hill then took over. He is 
reminiscent of the old time Chautauqua 
greats. “Everyone in this room is my 
beloved friend and is sending vibrations 
of love and affection,” he said. Mr. Hill 
is another sample of Mr. Stone’s mo- 
tivation. He was in retirement at Green- 
ville, S. C., but Mr. Stone did a cus- 
tomizing job on him and got him back 
in circulation more actively than ever. 
Mr. Hill got his start in his teens when 
he was recruited by Andrew Carnegie 
to propagate his practical philosophy of 
achievement. 

After the first session the convention 
settled down into a rapid fire series of 
punch line sales messages, with red light 
flashing down those who exceeded the 





W. Clement Stone, president of the Combined Group of Insurance Companies (cen- 

ter), was given pointers on convention procedure by Governor William G. Stratton, 

Illinois (left) and Governor Walter J. Kohler, Wisconsin. Mr. Stone is chairman of 

the insurance convention which opened at the Edgewater Beach Hotel, Chicago, 
the day after the close of the Governors’ Conference. 





Texas Conventioneers Get 


Real Equestrian Welcome 
“A horse is not a home,” says W. 
Clement Stone, “but it will make a Texan 
feel at home.” With this in mind, he 
hired 25 horses for the Texas conven- 
tioneers when they arrived in Chicago 
for the five-day insurance convention of 
the Combined Group of Insurance Cos. 
Mr. Stone, president of the Combined 
Insurance Co. of America, was waiting 
at the Edgewater Beach Hotel to greet 
the Texans as they galloped up to regis- 
ter for the convention. 





Celebrates Record Quarter 

The Combined Group of Companies 
celebrated the biggest business quarter 
in its history and awarded $45,000 in 
prizes to its salesmen and managers who 
participated in a pre-convention sales 
program. The sales campaign which ex- 
tended from May 1 to June 30 helped 
give the company its record-smashing 
quarter. 

May was the best month in the com- 
pany’s history. Awards at the conven- 
tion were also given in the WCS club, 
the leaders club and the president’s 
club. 


Wives as Success Factors 

The wives of the salesmen and man- 
agers of the Combined Group of Com- 
panies, who attended the five-day sales 
convention in Chicago August 14-19 at 
the Edgewater Beach Hotel, had their 
own sessions of discussion. The topic of 
conversation centered around what a 
wife can do to help make her husband 
a success. 





five minute limit. There were about 100 
of these in all. Moderators included 
30b Curran, sales manager of Hearth- 
stone of Boston, member of the Com- 
bined Group; Al Allen, field sales man- 
ager of First National of Fon du Lac, 
Wis., another member of the group; 
Matt Lowman, secretary of Combined; 
Ed Pabst, assistant general counsel; 
Gordon Dancer, assistant secretary; Bob 
Freimann, sales assistant, and Vince 
McCue, field sales manager of Com- 
bined American of Dallas. 


South Carolina Hearing 
Set for September 1 


A General Assembly committee in 
South Carolina investigating health, ac- 
cident and hospitalization insurance poli- 
cies announced that it will hold a public 
hearing September 1. 

Committee Chairman W. P. Baskin, 
state Senator from Lee, said the group 
will “receive and hear complaints from 
individuals concerning the policy provi- 
sions, cancellation procedures, selling 
procedures, rates and selling practices 
of insurance companies writing accident, 
health and hospitalization insurance in 
South Carolina.” 

He added that the committee “plans 
to question representatives of the com- 
panies at a later date.” 

The hearing will get under way at ll 
am. Committee recommendations will 
be filed with the 1956 legislature. 





Comm. Gold Advises Filing 
Of Cancellation Forms 


All accident and health companies 
doing business in North Carolina have 
been advised by Insurance Commissioner 
Charles F. Gold that they must file 
forms containing a new cancellation 
provision by October 15 in order to be 
assured his staff can process them m 
time for approval by January 1, 1956. 

A new law, which requires a period 
of notice ranging from 30 days up to 
two years before a company may cancel 
a policy, goes into effect on January 1, 
affecting new policies written trom 
then on. 


FOLSOM NEW HEW SECRETARY 

Marion W. Folsom was sworn im Dy 
President Eisenhower August 1 as the 
new secretary of the Department ol 
Health, Education & Welfare. He suc- 
ceeds Mrs. Oveta Culp Hobby who re- 
tired. 








Salesmen Accident Cover 


Six hundred salesmen and managers 
of the four insurance companies con 
stituting the Combined Group who at- 
tended the companies’ five-day sales 
convention at the Edgewater Beach Ho- 
tel, Chicago, August 14-19, were we 
tected against the “hazards” ot conven 
tion-going. They were covered 
policies for any accidental loss. 
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ASSETS 


Cash $ 6,504,482.72 








LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1954 


LIABILITIES 


Reserve for Losses__.-._- $ 18,869,733.29 





Mortgage Loans on Real Estate 965,857.92 Reserve for Loss Expenses___._—1,641,500.00 
*Bonds and Stocks 147,618,784.78 Reserve for Unearned Premiums 54,939,364.59 
Interest due and accrued 171,504.67 Reserve for Taxes and Expenses 2,459,097.50 
Agents and Departmental Funds held under Reinsurance 

Balances 3,799,979.91 ‘$éecites 7,836,740.08 
ee . 3,213,500.00 Atl other Liabilities 1,104,179.18 
“Saar ae ertivec 9,022,449.11 Capital 10,000,000.00 
All other Assets. 1,455,742.29 Net Surplus 75,901,686.76 

Total admitted assets__$172,752,301.40 Total $172,752,301.40 

SURPLUS TO POLICYHOLDERS $85,901,686.76 
Securities carried at $3,290,509.33 in the above stat t are deposited as required by law. 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
DECEMBER 31, 1954 














ASSETS LIABILITIES 

Cash — $ 598,124.35 Reserve for Losses ________$ 1,971,464.67 
Mortgage Loans on Real Estate 1,841.96 Reserve for Loss Expenses__— 171,500.00 
*Bonds and Stocks 13,083,787.60 Reserve for Unearned Premiums 6,113,108.65 
Interest due and accrued 34,661.45 Reserve for Taxes and Expenses 284,672.50 
a 935,891.86 All other Liabilities 26,299.08 
Real Estate 160,000.00 Capital __ _____—_1,000,000.00 
All other Assets. 400,669.59 Net Surplus 5,647,931.91 

Total admitted assets__$15,214,976.81 Total $15,214,976.81 





SURPLUS TO POLICYHOLDERS $6,647,931.91 
Securities carried at $795,921,11 in the above statement are deposited as required by law. 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 
DECEMBER 31, 1954 














ASSETS LIABILITIES 
Cash $ 704,674.28 Reserve for Losses $ 5,351,118.39 
Mortgage Loans on Real Estate 349,567.43 Reserve for Loss Expenses —_ 465,500.00 
*Bonds and Stocks. 36,221,447.38 Reserve for Unearned Premiums 15,579,819.80 
Interest due and accrued 66,711.94 Reserve for Taxes and Expenses 803,582.50 
Agents and Departmental All other Liabilities. 51,729.61 
Balances 2,824,359.57 Capital 3,000,000.00 
All other Assets. 206,228.78 Net Surplus 15,121,239.08 
Total admitted Assets__$40,372,989.38 Total $40,372,989.38 
SURPLUS TO POLICYHOLDERS $18,121,239.08 
Securities carried at $2,754,310.37 in the above stat t are deposited as required by law. 


THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


DECEMBER 31, 1954 


ASSETS LIABILITIES 











Cash __ $ 2,158,645.87 Reserve for Losses $ 18,433,961.00 
Mortgage Loans on Real Estate 53,792.36 Reserve for Loss Expenses ___ 1,779,775.00 
*Bonds and Stocks 43,576,089.40 Reserve for Unearned Premiums 13,366,920.06 
Interest due and accrued ___ 121,764.91 Reserve for Taxes and Expenses _1,513,059.00 
Agents and Departmental Funds held under Reinsurance 

Balances _ 3,594,144.55 ye ee ee 189,825.78 
Equity in Marine and Foreign All other Liabilities ae 280,587.95 

Insurance Pools 141,845.57 Capital 2,000,000.00 
All other Assets ___ 243,951.19 Net Surplus 12,326,105.06 

Total admitted Assets___$49,890,233.85 Total ___$49,890,233.85 

SURPLUS TO POLICYHOLDERS $14,326,105.06 
Securities carried at $4,440,750.05 in the above stat t are deposited as required by law. 





NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1954 











ASSETS 

OO 
*Bonds and Stocks ee | «2,90 6E7.0S 
Interest due and accrued 31,762.10 
Agents and Departmental 

Bal 1,584,124.81 
Real Estate 70,500.00 
All other Assets 269,713.05 





Total admitted Assets__$15,619,063.99 


LIABILITIES 
Reserve for Losses__...$ 1,971,464.67 
Reserve for Loss Expenses__ 171,500.00 
Reserve for Unearned Premiums  5,739,933.61 
Reserve for Taxes and Expenses 293,472.50 
All other Liabilities___ 22,734.98 
Capital 1,000,000.00 
Net Surplus 6,419,958.23 
Total $15,619,063.99 





SURPLUS TO POLICYHOLDERS $7,419,958.23 
Securities carried at $1,822,477.09 in the above stat t are deposited as required by law. 





ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1954 











ASSETS LIABILITIES 

Cash $ 34,471.83 Reserve for Taxes and Expenses_$ 3,863.32 
Bonds and Stocks. 399,903.86 Capital _ 100,000.00 
Interest Due and Accrued 2,904.58 Net Surplus _.-.  —==—S—S—Sssé<SH 2, 343..76 
Agents and Department Balances 15,526.81 
All other Assets 13,400.00 

Total admitted Assets $466,207.08 I 

SURPLUS TO POLICYHOLDERS $462,343.76 
Securities carried at $55,801.87 in the above stat t are deposited as required by law. 





COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1954 











ASSETS 
Cash $ 2,038,580.99 
Mortgage Loans on Real Estate 450,709.87 
*Bonds and Stocks ______._. 50, 889,280.64 
Interest due and accrued ___ 119,254.06 
Agents and Departmenta 
Salences «0S 3, 701,677.51 
Equity in Marine and Foreign 
Insurance Pools - 147,212.23 
All other Assets ____ 141,118.75 





Total admitted Assets___$57,487,834.05 


LIABILITIES 
Reserve for Losses _._________$ 22,082,945.00 
Reserve for Loss Expenses _._—-_ 2, 100,947.00 
Reserve for Unearned Premiums 15,495,847.68 
Reserve for Taxes and Expenses __1,534,026.45 
Funds held under Reinsurance 
ee ee EN 616,139.04 
All other Liabilities —_-_ 157,651.96 
Capital _....__—=—ss—s—- 2,000,000.00 
Net Surplus ___ __.. 13, 500,276.92 
Total _._. = CCCCC“‘ GSS 7, 487,834.05 


SURPLUS TO POLICYHOLDERS $15,500,276.92 


Securities carried at $1,692,140.80 in the above stat 


*Valuations on basis prescribed by National Association of Insurance Commissioners 


HOME OFFICE 


Western Department 
120 So. LaSalle St., Chicago 3, IIlincis 


Southwestern Department 
912 Commerce St., Dallas 22, Texas 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


Foreign Department 
102 Maiden Lane, New York 5, New York 


+ 


are deposited as required by law. 





Pacific Department 


220 Bush St., San Francisco 6, Calif. 


Canadian Departments 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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The proud owner of this key is a Chartered Life Underwriter—a person who has attained true :' 
professional stature in Life Insurance. 
sur 

pas 

More than 5,500 men and women have become Chartered Life Underwriters since the American ae 
College of Life Underwriters was established in 1927. the 
the 

dict 

This key is not easily won. But the individual’s investment in time, training and education case 
usually results in unlimited returns. 7. 
sure 

Proof of this is the fact that the median income of CLU’s is $9,500, from Life Insur- ro 
ance alone. And nearly 50% of the members of the Million Dollar Round Table are if 
At 1 

CLU’s or are preparing for CLU. Benj 
phia 

McC 

CLU not only brings prestige and much public acceptance—but indispensable confidence and the ] 
job satisfaction to the Life Underwriter. = 
ulate 

The CLU Professional Pledge: 

“It 

“In all my relations with clients, I agree to observe the following rule of professional eK 

conduct: I shall, in the light of all the circumstances surrounding my client, which loes 

I shall make every effort to ascertain and understand, give him that service which, mA ; 

had I been in the same circumstances, I would have applied to myself.” the v; 

is be 
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iny p 

We Salute the Chartered Life Underwriter jones 
‘ware 
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The Travelers Insurance Company, Hartford 15, Connecticut ns, 
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